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The past seven months have brought a definite improvement in 
the confidence of the people . .. Money has come out of hoarding 
.. Tetail sales are gaining . . . more new automobiles are on 
the streets . . . men and women are going places and doing 
things. This renewed confidence has been reflected in the 
marked increase in new business written by representatives of 


the Midland Mutual Life Insurance Company. 


But it is not the spirit of the times alone which brings confidence 
in the Midland Mutual Life. Careful management, safety of 
investments, low mortality, low lapse rate and all claims paid 
promptly without borrowing a single dollar . . . Such per- 
formances BUILD confidence and give policyholders and repre- 
sentatives a square deal. For the coming five months the pages 
of the Midland Mutual’s record will be even brighter than those 
of the past. 


The Midland Mutual Life Insurance Co. 
Columbus, Ohio 
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WELL JOHN, I HAVEN’T 
DONE. SO BAD-I TOOK 
OUT ANOTHER $5000 
TWENTY PAY LIFE,— 
ALITTLE EDUCATIONAL 
POLICY FOR THE YOUNGSTER 
AND OUR LITTLE. BUNGALOW 
IS ALL CLEAR, NO FOOLIN’ 





























































STILL PLAYIN’ INSURANCE 
£H? — HEH HEH, YOU GIVE 
ME A LAUGH—LOOK/S 
HERE'S THE DEED To THAT 
OLD VAN WERT MANSION 
AND I'VE GOT ENOUGH 
GILTEDGED STUFF SALTED 
~\ AWAY FOR RAINY 
* weaTicR— 
IMAKE THE one, 
MARKET PAY ME, 
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Thirty-Eighth Year—No. 30 


Northwestern Has 
Large Gathering 


President Cleary Greets Agents at 
Annual Meeting in 
Milwaukee 


BIG INCREASE REPORTED 


Grant L. Hill Tells of Company’s Suc- 
cess—Criticises Detrimental, 
Aimless Type of Agent 


MILWAUKEE, July 26.—Greetings 
from President M. J. Cleary and an en- 
thusiastic talk by Grant L. Hill, director 
of agencies, on plans for the coming 
year featured the opening session of the 
Northwestern Mutual Life’s Association 
of Agents annual gathering of nearly 
1,500 agents here. 

R. H. Pickford, Cedar Rapids, Ia., 
was elected president of the Association 
of Agents, succeeding E. H. Earley of 


Brooklyn. Other new officers are: Vic- 
tor Plummer, Rockford, IIll., vice-presi- 
dent, and T. W. Tuttle, Milwaukee, 
secretary-treasurer, succeeding Gerald 
Young of Milwaukee, who served four 
yeats. Charles Beck of Toledo was 
elected chairman of the standing com- 
mittee, which also includes Chester Al- 
bright, Indianapolis; R. F. Clendenin, 
Louisville; C. R. Eckert, Columbus, O., 
and Fred Tornow, Buffalo. 


Hill Reviews Half Year 


_In discussing the noteworthy increase 
in production by Northwestern Mutual 
Life during the first half of 1934, Mr. 
Hill said the Northwestern Mutual 
showed an increase of 32.4 percent in 
new paid business during this period, 
with a total production of $123,548,744 
and a 39.8 percent increase in the num- 
ber of lives. There was a 106.5 percent 
increase for the first six months of busi- 
ness paid for by producers of $100,000 
or more. The company’s new premium 
mecome during the first half, exclusive 
of single premiums and _ annuities, 
showed an increase of 39 percent. 

The new family income plan, inaugu- 
rated late last year by Northwestern 
Mutual Life, has produced more than 
$25,000,000 of new paid-for business, 
with an average amount of $15,349 per 
life. Mr. Hill pointed out the interest- 
ing fact that the basic amount of ordi- 
lary life written in conjunction with the 
amily income plan was nearly twice the 
Werage ordinary life policy written in 
‘he same period and the supplementary 
tem benefit in the plan exceeded the 
erage five-year term policy by nearly 
$1,500 more per life. 

New Retirement Contract 


ek Hill also announced that the 
in tTthwestern Mutual Life is introduc- 
a " new special retirement endowment 
aid oe maturing at age 55. This, he 
rs » would round out the series of en- 
WMents written by the company, 
(CONTINUED ON PAGE 15) 








Equitable Life Men Gather 
to Commemorate 75th Year 





KLINGMAN OPENS SESSIONS 





“Looking Back 75 Years and 75 Years 
Ahead” Is Theme of Big 
Convention 





NEW YORK, July 26—The Equit- 
able Life of New York is commemorat- 
ing its seventy-fifth anniversary at the 
Hotel Waldorf-Astoria with a three day 
conference of home office executives and 
1,800 agents. The convention was 
opened by W. W. Klingman, vice-presi- 
dent in charge of agencies, who reviewed 
the work of the field forces during the 
year. Discussions by other officers and 
by members of the agency force will 
be on the general theme—“Looking 
Back 75 Years and 75 Years Ahead.” 


Klingman Welcomes Agents 


“Ten months ago we ventured for- 
ward with a plan for sharing this 75th 
anniversary celebration with the larg- 
est representation of men and women 
ever assembled from our field organiza- 
tion,” said Vice-president W. W. Kling- 
man in welcoming the delegates. “We 
today see the fulfillment of our plans. 
To me your accomplishments are even 
greater than we had any right to expect 
in the face of all the hardships you have 
had to combat.” 

A surprise feature of the first session 
was the first showing of a new historical 
motion picture portraying notable 
events in the company’s history. Its 
launching in 1869, its early struggles 
and how it weathered wars, epidemics 
and panics were narrated in sound pic- 
tures by William Alexander, 86-year-old 
secretary of the company. It was only a 
few weeks ago, after months of sys- 
tematic searching, that the company dis- 
covered a motion picture film of the 
great Equitable fire which destroyed the 


home office building on lower Broad-. 


way in 1912. The reel closes with a 
talk by President Parkinson on the 
Equitable’s standing at its 75th anni- 
versary. 


Hyde Statue Restored 


Mr. Klingman announced that the 
original bronze statue of the company’s 
founder, Henry B. Hyde, whick had 
been saved from the 1912 fire, had been 
placed in the home office, after having 
been stored in anticipation of “just such 
a ceremonious celebration as a meeting 
commemorating the society’s stability 
and growth through 75 years of his- 
tory.” 

An inspection of the home office has 
been arranged for the out-of-town dele- 
gates accompanied by special guides who 
will explain the operations of each de- 
partment. To portrary the develop- 
ment of life insurance during the last 
75 years a collection of the company’s 
early documents is on display with 
copies of the first policy and a large 
number of other fornis showing the lib- 
eralizing of the policy contract and the 
neseeer coverage granted decade by dec- 
ade. 

At the first session addresses were 
made by J. L. O’Brian of Buffalo, a 
director, Second Vice-president A. C. 
Borden, Kellogg Van Winkle, agency 

(CONTINUED ON PAGE 16) 
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Cleary Says Frazier-Lemke 
Bill Is Essentially Unsound 





SEES END RESULT HARMFUL 





Northwestern Mutual President Calls 
for Faith in Country at Annual 
Meeting of Agents 





The Frazier-Lemke bill is legally and 
morally unsound, unworkable and will, 
if sustained by the courts, work to the 
ultimate detriment of the farmers, whom 
it was designed to help, President M. J. 
Cleary of the Northwestern Mutual Life 
declared at the annual meeting of the 
Association of Agents held in Milwau- 
kee. He said: 

“Tt is not a solution of the financial 
problem of the farmer who is today in 
debt, and it will seriously impair the 
credit that always has been and always 
will be necessary to the American 
farmer. Probably the most serious fac- 
tor is the possibility of it disturbing thc 
present program of dealing with the 
farm mortgage problem which has 
worked so efficiently and effectively 
under the able direction first of Mr. 
Morgenthau and later Dr. Meyers. So 
far as the Northwestern is concerned, 
we anticipate .no appreciable loss and 
relatively little trouble as a result of this 
act.” 


Discusses Mortgage Situation 


He stated in discussing the company’s 
farm mortgages refinanced through fed- 
eral agencies, that the total of all dis- 
counts accruing to the company repre- 
sents only slightly more than one- tenth 
of 1 percent of the total amounts in- 
volved. He commented on the reason- 
able, logical and businesslike policy 
characterising work of the Federal Farm 
Credit Administration and federal land 
banks in dealing with farmer’s mort- 
gage problem. The company has had 
no case in its extensive municipal bond 
holdings that has come under the mu- 
nicipal bankruptcy act passed at the re- 
cent session of congress. An impressive 
improvement has taken place in all bond 
investments. 

Life companies that invested in the 
farm field suffered only minor losses 
from drought. 


Urges Faith in Country 


“Let me say,” Mr. Cleary commented, 
“that this goverriment of ours, with all 
of its weaknesses, has brought more of 
freedom, happiness and opportunity to 
the people who have lived under it than 
has any other government at any other 
time or place in: the history of the 
world. We have today everything out 
of which a new prosperity can be made 
if we as citizens will intelligently use 
these resources. 

“Let us have faith in our country and 
its institutions. Let us exert ourselves 
to the end that our leadership shall pur- 
sue a course consistent with the tradi- 
tional policy that has given America the 
outstanding place that it has and does 
occupy. Let us always keep in mind 
the fact that our leadership is respon- 
sible to public opinion. We in this busi- 
ness can be potent forces in the mould- 
ing of a sound American type of public 
opinion.” 
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Companies Ready 
to Resist Big Tax 


Cook County, IIll., Assessor Sends 
Notices Involving About 
$2,500,000 Levy 


RETAIN LOCAL COUNSEL 


Chicago Official’s Effort to Place Im- 
post on Cash Values of Insurance 
in Force Deemed Dangerous 


Assessment notices were sent this 
week by the Cook county, IIl., assessor 
to general agents and managers of for- 
eign life companies with offices in the 
county, in the effort to impose a per- 
sonal property tax on cash values of 
policies in force. 

While the theory under which the tax 
is being applied is admittedly far 
fetched and may prove shaky in court 
tests, the Association of Life Insurance 
Presidents and American Life Conven- 
tion are taking the matter seriously and 
referring all offices to Chicago law 
firms which have been retained. The 
cases may be consolidated and a stiff 
fight put up against the levy which 
promises a total tax of $2,500,000. 

Legal Firms Retained 


Among the law firms of Chicago 
which are watching and studying the 
situation closely and probably will rep- 
resent most of the companies are Eckert 
& Peterson, whose senior partner, Wal- 
ter H. Eckert, also is general counsel 
Federal Life (this firm representing A. 
L. C. companies), and Hoyne, O’Con- 
ner & Rubinkam. H. Cooper of 
Scott, MacLeish & Falk also represents 
some companies not members of the 
Life Presidents. 

The assessor’s office, which for sev- 
eral years has been trying to find a way 
to apply tax against cash values, hit on 
scheme of an arbitrary valuation of $8 
per $1,000 insurance in force. Against 
this a 37 percent reduction factor would 
be applied and a tax which runs over 7 
percent levied on the result, 


Assessments Based on Estimates 


The assessor for some time has been 
collecting statistics in an effort to ar- 
rive at a sound estimate as to the pro- 
portion which the business in force in 
Cook county has to the whole in the 
United States. For this purpose’ na- 
tional figures and Illinois figures, the 
only ones obtainable, were analyzed. 

The result, to cite a few assessments, 
is: Metropolitan $7,054,604 gross as- 
sessment, tax about $182,000; Prudential 
$5,556,786, tax about $143,920; Equitable 
of New York $2,520,380, tax about 
$65,278; Mutual of New York $1,981,- 
046, tax about $51,309; Aetna Life $1,- 
534,075, tax about $39,733; Mutual 
Benefit $295,000. Most agencies in the 
county have received notices, or will 
have by the end of the week. 

(CONTINUED ON PAGE 15) 
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Equitable of New York’s History Given in 
Volume by Wm. Alexander 


NEW YORK, July 26.—Distribution 
of “Seventy-Five Years of Progress and 
Public Service—A Brief Record of the 
Equitable Life Assurance Society of the 
United States,’ marked the companys 
anniversary banquet this evening at the 
Waldorf-Astoria here. The book has the 
advantage of having as its author Wil- 
liam Alexander, secretary of the com- 
pany, who has been connected with the 
Equitable for all but nine years of its 
history. He is a nephew of the com- 
pany’s first president. 

Mr. Alexander traces the company 
from its founding by Henry B. Hyde 
in 1859, when Mr. Hyde and his father, 
Henry H. Hyde, were its only agents. 


Notes Early Difficulties 
With Note Settlements 


Among the company’s early difficul- 
ties was that of getting policyholders to 
pay cash for their insurance “at a time 
when many “of the companies took a 
note for part of the premium—a system 
which was then very popular, but which 
wrecked the companies that continued 
to transact their business on that basis.” 

The company at first occupied a single 
room, and when expanding business de- 
manded larger quarters, the rental of 
the new office, $2,500, was regarded as 
a heavy expense. As early as this the 
company utilized business insurance. In 
making a large purchase of stationery, 
on credit, Vice-president Hyde protected 
the creditor by taking a $1,600 policy 
with the Manhattan Life. 

“In thus taking, so to speak, its own 
medicine,” says Mr. Alexander, “the so- 
ciety furnished an endorsement, and gave 
an object lesson to the public, which 
aided in establishing its reputation and 
stimulating its business.” 


Threat of Cholera Was 
One of Early Problems 


The threat of cholera was one of the 
society’s early troubles, which fortu- 
nately did not materialize to any extent, 
but it came soon after the decision to 
pay annual dividends, and greatly wor- 
ried the actuary, who felt the announce- 
ment should be retracted in view of 
possible danger from the disease. Mr. 
Hyde, however, came to the conclusion 
that the danger of retreat was greater 
than that of advance. Contrary to fears, 
cholera mortality was very light among 
the company’s policyholders. 

Citing the difficulties that prevailed at 
the time the Equitable went into busi- 
ness, Mr. Alexander says: 

“The insurance contract was rigid and 
severe. Policyholders were bound by 
exacting restrictions. They could not 
visit those parts of the United States 
lying west of the 100th degree of west 
longitude, or (during the summer 
months) those parts lying south of the 
southern boundaries of Virginia and 
Kentucky. No voyage on the ‘high seas’ 
could be taken without written sanction. 
one lists of employment were prohib- 
ited. 


Few Benefits, Delay in 
Settlements, in Those Days 


“Tf at that time the insurance contract 
was not longer than a modern policy, 
it was because it contained none of the 
special benefits and options which the 
insuring public demand as a matter of 
course today. No surrender values were 
allowed, and no claim was paid until 60 
or 90 days after receipt of ‘satisfactory 
proofs of death.’ In many instances set- 
tlements were delayed for many months, 
sometimes for years. 

“Certain agents of some of the com- 
panies were intelligent and efficient, but 
the majority were untrained and were 
not competent to give expert advice to 


at le 


they found it hard to win the confidence 
of the public. 

“The people were indifferent about 
life insurance, and were ignorant of its 
merits. Most women, from superstition 
cr prejudice, opposed it. Individual 
clergymen advocated it, but many con- 
demned it on the ground that those who 
sought its protection were ‘flying in the 
face of Providence.’ 


Not All Companies Were 
Properly Managed Then 


“Just here an important point must 
be emphasized: the leading companies 
transacted the business with such equity 
and discretion as conditions then pre- 
vailing permitted, but they were blamed 
for the practices of the companies that 
were injudiciously managed. Thus the 
prudently conducted companies, includ- 
ing the Equitable, were injured and suf- 
fered greatly. 

“Today it is universally admitted that 
policyholders are entitled to full protec- 





WILLIAM ALEXANDER 
Secretary Equitable of New York 


tion and fair dealing as a matter of 
right—not as a matter of grace. This 
was not generally recognized at that 
time. 

“Frequently when a company drifted 
into a dispute with a claimant, the case 
was taken to the courts, and if the com- 
pany suffered defeat its lawyer was apt 
to advise the introduction of a new 
clause in the policy for the future pro- 
tection of the corporation. Thus the 
policy-contract became overburdened 
with restrictive clauses. ‘Don’t insure!’ 
cried the alarmist. ‘If you do your 
widow will inherit a lawsuit instead of 
a legacy.’ 


Some Companies Resorted 
to Technical Quibbling 


“Some of the companies took advan- 
tage of very technical points. The in- 
sured was compelled to ‘warrant’ the 
statements made by him as true in all 
respects, and he was forced to agree 
that any inaccuracy or omission, or any 
failure on his part to live up to the pro- 
visions of the contract, should thereupon 
render the policy null and void. 

“The courts were compelled to inter- 
pret the contracts literally. In one case 
where the insured died after paying pre- 
miums for many years, the company 
refused to pay. Suit was brought, and 
the judge instructed the jury to find for 
the corporation, and in commenting on 
his ruling, said: ‘This is a contract, and 





their customers. The result was that 


the courts are forced to enforce it, al- 


though to the mind of the court it 
does seem hard that after a man has 
paid premiums and secured what he sup- 
posed to be a competency for his family 
after death, they should be deprived of 


“Another claim was contested on the 
ground that the insured in answering 
the question whether married or single 
had answered ‘single’ when he should 
have said ‘married,’ and in another case 
a claim was disputed because the in- 
sured had eaten cherries, swallowed the 
pits, and died in consequence of his in- 
discretion. 

“One of the most pernicious evils that 
had crept into the business was the prac- 
tice, introduced by certain companies, of 
sending so-called adjusters into the field 
to buy up the policies on impaired lives, 
or to force compromise settlements with 
beneficiaries. And these adjusters were 
paid a percentage of the money thus ex- 
torted. The breach between such com- 
panies and their policyholders grew 
wider, and the fair name of life insur- 
ance was threatened.” 


Equitable Was Pioneer 

in Liberalizing Policies 

The Equitable was one of the pion- 
eers in reforming these evils. The so- 
ciety’s first step was to shorten, simplify 
and liberalize the policy contract: 

“By its own practice and by the in- 
fluence it was able to exert on other 
companies, it aided in stamping out the 
iniquitous custom of contesting and 
compromising claims on merely tech- 
nical grounds. After a time it intro- 
duced in all its policies a clause under 
which the contract became incontest- 
able after three years. 

“Later on, when it became apparent 
that widows, orphans, business firms, 
corporations, and other beneficiaries 
were frequently subjected to hardship 
and serious injury in consequence of 
long delays in the payment of claims, 
the Equitable inaugurated the practice 
of paying its policies immediately, like 
sight drafts. This action startled the 
insurance world, and for a time the 
other companies contended that the 
Equitable had adopted a reckless and 
dangerous course. But the society had 
bee1q making careful preparation for this 
step, and its action increased its pop- 
ularity and added greatly to its pros- 
perity. And the society’s example was 
soon followed by all the other com- 


panies. 


Revolutionary Step Now 
Is Common Practice 


“To those who are only familiar with 
present methods, the significance of 
this revolutionary movement will not be 
apparent. Its full force can be recog- 
nized only if the prompt service now 
rendered by insurance companies in 
general is contrasted with the irritating 
delays of former years.” 

The history gives the following sketch 
of those who were associated with 
Henry B. Hyde in the founding and 
early direction of the company: 

“When Mr. Hyde came to New York 
he became a member of the congrega- 
tion of the Fifth Avenue Presbyterian 
Church, of which the Rev. James W. 
Alexander, D. D., was pastor. Subse- 
quently when Mr. Hyde decided to or- 
ganize a new company, he appealed to 
the pastor for advice. He also became 
an active member of an association of 
younger men of that congregation, and 
through them made the acquaintance of 
their elders. This was of great advan- 
tage to him later on; for 17 prominent 
members of that congregation became 
members of the infant company’s board 
of directors. 





“The first president, William C. Alex- 


ander, was a brother of the pastor of 
the Fifth Avenue Church. Another 
brother, Henry M. Alexander, was 
senior partner of the prominent firm of 
lawyers—Alexander & Green—the firm 
which still has charge of the society's 
law affairs. 

“A son of the pastor of the Fifth Aye. 
nue Church, (named James W. Alex. 
ander after his father) was in 1866 jp. 
duced to give up the practice of hy 
and become secretary of the Equitable 
He was later elected vice-president jy 
1874 and president in 1890. While he 
still held the office of secretary, ; 
younger brother, William Alexander 
was, on leaving college in 1869, given; 
desk in the Equitable office by Mr. 
Hyde. He was told that it was a ten. 
porary arrangement to aid him in find. 
ing a position elsewhere. But he was 
not turned away, and after serving for 
some years as clerk and assistant secre- 
tary, was in 1880 made secretary—ap 
office he has held ever since. 


Several of Alexander 
Family Active in Society 


“Charles B. Alexander, a son of 
Henry M. Alexander, also a_ lawyer, 
served for many years as a director of 
the society. These members of the 
Alexander family aided in securing the 
capital needed in the beginning, and did 
their full share in building up the com- 
pany. Hence they had every right to 
feel just pride and satisfaction in the 
success of the enterprise with which 
they were connected... . 

“It is a notable fact, moreover, that 
the teamwork of Henry B. Hyde and 
James W. Alexander made smooth the 
path which their successors were to 
follow in developing the Equitable into 
the great public service institution that 
it is today.” 


Biographies of Equitable’s 
Six Presidents Included 


The history includes short biographies 
of the Equitable’s six presidents: Wil- 
liam C. Alexander, Henry B. Hyde, 
James W. Alexander, Paul Morton, 
Judge William A. Day, and Thomas I. 
Parkinson. There are also descriptions 
of the various buildings the company 
has occupied, also a description of the 
great fire which destroyed the com- 
pany’s old building at 120 Broadway. 
Luckily, practically all of the valuable 
records had been removed to other 
buildings because the company had out- 
grown its quarters, with the result that 
“this catastrophe really proved a bless- 
ing! in disguise; for cumbersome records 
which the company had no right to de 
stroy, but whose usefulness had long 
since departed, were burned up; and the 
old building, which the society would 
have been forced to demolish in any 
case in a few years, was cleared away: 


R. F. C. Loans Summarized 


WASHINGTON, July 26.—Twenty- 
three loans to insurance companies, !- 
volving some $24,000,000, were author- 
ized by the Reconstruction Finance Cor 
poration in the fiscal year ended June 
= according to figures just made pub- 
ic. 

A brief financial statement prepared 
by the corporation shows 17 “loans at 
purchases” to insurance companies dut- 
ing the year, the amount authorized, !- 
cluding commitments, being $4,576,100. 
Authorizations withdrawn or cancele 
totaled $7,536,955, the amount disbursed 
was $5,515,603, and repayments on loans 
totaled $44,689,180. ' 

In addition, six loans totaling $9 
375,000 were made on preferred stock 
of which $15,875,000 was disbursed dur 





ing the year. 
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Significance of 
Failures Analyzed 


Depression Collapse of Life Com- 
panies Not a Reflection on 
Entire Institution 


VIEWS OF McANDLESS 


Addresses Lincoln National Conven- 
tions — Travers Reviews Investment 
Situation--Dr. Thornton Speaks 


The insurance company failures dur- 
ing the depression did not reflect upon 
the institution as a whole but merely 
served to illustrate what was borne out 
in the depression of 1873—that failures 
were due to extravagant, unwise and 
dishonest management. This observa- 
tion was made by First Vice-president 
A. J. McAndless of the Lincoln Na- 
tional Life, in talks before agency con- 
ventions of his company at Asheville, 
N. C., and Colorado Springs. 


The average age of the seven largest 
companies failing which had over $100,- 
000,000 insurance in force apiece, he 
said, was 36 years compared with an 
average of 12 years in the 1873 depres- 
sion. Age, then, seems to give no 
pledge of good management. The most 
important thing seems to be insurance 


| management as opposed to promotional 
; management. 


There is nothing so un- 
necessary as the failure of a life insur- 
ance company. The principles of man- 
agement are well charted. Such fail- 
ures are inexcusable. 


Better Supervision Needed 


Better state supervision must be ex- 
ercised in the middle western states, he 
said. Too much of the trouble with 
life companies during the depression has 
occurred there. Too frequently the sug- 
gestion has been put forth that insur- 
ance be purchased in companies oper- 
ating under laws and regulations com- 
parable to those of New York. “The 
good companies in every state affected 
by failures,’ Mr. McAndless stated, 
“could have prevented most of the ca- 
tastrophes if they had insisted upon bet- 
ter supervision. We all felt that if a 
particular company was weak, it would 
not affect the rest of us. We have 
lound to our sorrow that this was not 
tte and that the stigma of a com- 
pany failing in a particular state affects 
all the rest of us. The Lincoln National 
Wishes to protect its business so that 
itmay qualify investment-wise with the 
most rigid legal requirements.” 

Mr. McAndless concluded by saying 
that the officers of the Lincoln National 
#€ interested in building a great life 
msurance company. “Every principal 
heer is backed by an assistant 
‘holed in the same ideals as his su- 
Prior, Formerly the Lincoln National 
Sttessed size, now we stress not only 
‘ze but quality. We are insistent that 
Ne ideal of building and serving a great 


“mpany shall not pass with any 
he in management. The men in 
‘harge of different operations are on 


” of their particular problem directing 
', not underneath their problem bur- 
‘Owing their way out.” 


Resume of Failures 


nae Jan. 1, 1930, there have been 
;, l€ companies placed in receivership, 
i. re Amount of insurance involved 
oa two and one-quarter billions 
it forntt 244 Percent of the amount 
of ant #8 Of Jan. 1, 1930, The amount 
i — involved is about $415,000,000 
aij Ut 2% percent of the assets of 

‘mpanies. “Assuming,” he said, 








Leads for 28 Years 














DR. C. E. ALBRIGHT 


Dr. C. E. Albright, for 28 consecutive 
years the leading producer of the North- 
western Mutual Life, was again highly 
honored at its agency convention this 
week, He placed $1,513,000 with that 
company for the year. 








“that the assets of these companies 
liquidate in accordance with the rein- 
surance contract and assuming that 20 
percent of the total assets are repre- 
sented by policy loans, the assets then 
lost by policyholders will total $200,- 
000,000 or about 1% percent of the net 
ledger assets of all companies at the 
end of 1929. This compares with a 
(CONTINUED ON PAGE 25) 





Company Officials Comment 
on Provisions of Frazier Act 





The president of a large eastern life 
insurance company in a recent letter 
throws considerable light on the Frazier- 
Lemke bill. He points out that there 
has been much misunderstanding and 
confusion with reference to the bill, with 
unjustifiable exaggeration of its impor- 
tance in respect to investments of life 
companies. 

It is not an emergency measure, al- 
though it applies to existing mortgages 
and not to mortgages made after its 
passage. It is an act of Congress under 
the grant of power to the federal gov- 
ernment under the constitution to es- 
tablish uniform laws on the subject of 
bankruptcies throughout the United 
States. 

The act is probably not constitution- 
ally objectionable because of its limita- 
tion to farmers; there are, however, 
weighty constitutional objections based 
on other reasons, and it is quite likely 
that these questions may not be settled 
until a case is decided by the Supreme 
Court of the United States. 


Federal Refinancing Is Factor 


In any consideration of the possible 
effect of the Frazier-Lemke bill, the ex- 
tent to which the federal refinancing 
program has already proceeded and will 
continue hereafter is a most important 
factor. This refinancing has greatly les- 
sened and will further lessen the number 
of farmers having need to resort to the 
bankruptcy provisions, and goes far to 
minimize the extent of its practical oper- 
ation. Y 

There has been exaggeration of the 
proportionate interest of life companies 
in farm mortgages. The best estimates 
indicate that, of the $8,000,000,000 of 
farm mortgage indebtedness, less than 








base-metal alloying. 


Independence Square 





The “Higher Bracket” 


The best in American magazine and newspaper 
and radio advertising is indeed the world’s best in that 
type of publicity. It is truthful, constructive, and, usu- 
ally at least, not directly competitive. 
respecting the standards of social and domestic de- 
cencies which long generations have set up, and it is 
educational as well as commercially serviceable. 


In that “higher bracket” advertising by the Life 
Insurance Companies has a promontorial position. For 
it has dignity and truthfulness, is constructive, is non- 
competitive, and publicizes the advantages of this 
mighty economic instrument by explaining to the pub- 
lic the uses and the quality of its several parts. 
is to be hoped—and may be confidently expected— 
that as still more of the Companies resort to printed 
pages of national distribution, and to the radio, there 
will be no deflection from the present course, and no 


THE PENN MUTUAL LIFE INSURANCE CO. 


WM. A. LAW, President 


It is clean, 


It 


25 per cent is held by life companies. 
The total has been greatly reduced in 
the federal refinancing operations. 

He points out that a new factor in 
the Frazier-Lemke bill which was ab- 
sent from all prior bankruptcy statutes 
is that, instead of subjecting the assets 
of a bankrupt to a general liquidation 
in the interests of all creditors, it con- 
templates under certain conditions a con- 
tinuation of the bankrupt farmer in the 
possession of his farm during a period 
of years, with right of redemption at a 
price to be determined, not by what the 
farm will bring at sale, but by an ap- 
praisal made under the direction of the 
court at the beginning of the period. If 
that appraisal results in an insufficiency 
of assets to satisfy the mortgage claim, 
the law contemplates that the mortgagee 
must accept the appraisal, with, how- 
ever, right of appeal as to amount and a 
right to ask reappraisal at the end of 
the period of continued possession by 
the bankrupt. The occupancy continues 
on liberal terms under court supervision 
and under conditions to be observed by 
the bankrupt, which, if the principle of 
enforced application of the appraisal de- 
termination of value be accepted, do not 
seem onerous, and which are not confis- 
catory unless the appraisal plan is itself 
a partial confiscation of vested rights of 
mortgagees. The bankrupt’s property, 
as measured by the appraisal, is not re- 
served from satisfaction of his indebted- 
ness. 


Improvement Shown Recently 


He does not feel that current agricul- 
tural improvement will be interrupted 
because of the provisions of the Frazier- 
Lemke act. There will be some farm- 
ers who will avail themselves of that act, 
but the refinancing plans have already 
taken care of large numbers of farmers 
who might otherwise resort to the act, 
and there is every reason to expect that 
the refinancing plans will continue to 
take care of many. 

According to the federal authorities, 
experience has shown that under the re- 
financing program of the Farm Credit 
Administration, scale-downs of the 
claims of creditors have been necessary 
in less than one out of seven loans. 
Even if bankruptcy applications are ex- 
perienced in larger number than seems 
now possible, capital losses will be com- 
paratively small and can be readily ab- 
sorbed. 

The life insurance plan is adapted to 
take care of capital losses of such scat- 
tered incidence without call upon con- 
tingency reserves, and the surpluses. 

At most, the act will postpone final 
adjustment of a limited number of cases, 

(CONTINUED ON PAGE 26) 
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Life Sales Gain 17% in 
June, 16% for Six Months 








Increases in life sales of 17 percent 
for June and 16 percent for the first six 
months are reported by the Sales Re- 
search Bureau. Sales for the year end- 
ing June 30 were 6 percent ahead of 
those for the previous year. 

Of the companies reporting to the 
bureau 74 percent had June increases. 
The Mountain section—comprising 
Montana, Idaho, Wyoming, Colorado, 
New Mexico, Arizona, Utah and Nevada 
—shows the greatest improvement for 
June with a 169 percent sales increase. 

Colorado with a 117 percent gain had 
the largest increase, followed by Ne- 
vada with a 55 percent increase, Wy- 
oming 51, Georgia 41, Florida and West 
Virginia 40, Kansas 39 and Oklahoma 
37. St. Louis showed the largest gain 
among the cities a 19 percent increase 
in June, followed by Cleveland with 17 
percent, Chicago 10, New York 9, Bos- 
ton 6 and Philadelphia 5. 
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Present Day Sales Problems Viewed at 
Northwestern Mutual Meet 


At the annual convention of the 
Northwestern Mutual Life’s Association 
of Agents in Milwaukee, Percy H. 
Evans, vice-president and actuary, em- 
phasized the necessity of clear thinking 
about life insurance problems at a time 
when conditions have changed and are 
changing in ways that affect life insur- 
ance, in his talk on “Thinking Straight 
in a Cockeyed World.” He discussed 
the reactions of the holders of life in- 
surance to some of the conditions of 
the past five years and the manner in 
which agents should meet the conse- 
quences. 

Life insurance has discovered, Mr. 
Evans stated, that for better or for 
worse it is in the banking business. He 
pointed out that the Northwestern Mu- 
tual Life’s policy reserve liabilities ex- 
ceed the deposit liability of the Bank 
of England. He then discussed the con- 
sequences of this and the inherent safety 
of life insurance as the repository of the 
savings of the average man and the 
extent to which the life insurance com- 
pany could properly go in accepting and 
caring for such savings. The country 
is now full of “homeless money” seek- 
ing a safe place, which an insurance 
company should not undertake to care 
for except as the premiums on bona fide 
life insurance contracts that afford a 
combination of savings and insurance 
protection. 


Should Be Conservative 
in Submitting Illustrations 


Mr. Evans pointed out that in the 
face of a probably reduced return for 
invested assets, agents should be con- 
servative in submitting illustrations to 
prospects. He said that instead of show- 
ing a prospect what the policy will do 
for him if he pays the premiums, too 
many illustrations over-emphasize what 
the policy will do if he does not pay 
his premiums. Illustrations must be im- 
portant because agents spend so much 
time writing them but, he wondered 
sometimes if the business hasn’t too 
many writers and not enough talkers. 

The advantages of the family income 
contract were nresented by H. L. Kauf- 
mann of Minneapolis. “This new con- 
tract has reinspired me, has increased 
my production and income, has encour- 
aged me to work harder when to work 





was hard,” he declared. “The essence of 
a good contract is that it should be one 
good for the issuing company, good for 
the buyer and good for the seller. I 
believe the family income policy is eco- 
nomically sound for the company, for 
the greater proportion of the prospects 
upon whom you call, and for you to 
sell in these times. 

“In times such as these there are 
more men needing more service from 
life insurance men than in the so-called 
good times. In fact, times like these are 
a challenge to the good life insurance 
man. He cannot permit himself to get 
‘down on his heels’-—he must be con- 
stantly ‘up on his toes.’ He must recog- 
nize his responsibilities and aggressively 
serve more policyholders and prospects 
so that their wives, children and parents 
may be permitted to enjoy the advan- 
tages of a standard of living that would 
give them the fullest opportunity for 
happiness, compatible with the most eco- 
nomic and scientific management under 
a budgeted income. 


No Better Plan for 
Largest Number of Needs 


“By far the largest number of men 
you will call on, regarding insurance, 
will be interested in a guaranteed pro- 
vision for the future of their wives and 
children. True, there is still a field for 
other plans of insurance but my own 
experience has shown me that possibly 
eight of nine men that I speak to re- 
garding insurance are today interested 
in the type of protection the family in- 
come policy affords, and the premium 
for which that protection can be pur- 
chased. 

“Times may change, and the trend 
may be to higher or possibly lower 
forms of insurance protection. But, for 
the time in which we are now living, I 
do not believe there is a better plan for 
a guaranteed protection for the largest 
number of needs for the greatest num- 
ber of prospects than that which is af- 
forded today by the family income plan. 
My records have proved to me conclu- 
sively that with the family income, my 
ratio of ‘preliminary interviews to closes 
is far more favorable—that my service 
to a growing number of policyholders is 
more complete and simple, and that in 
rendering this timely, most complete but 
simple service I am profiting now and 








in the future in direct proportion to the 
number of people I see salesmindedly.” 

In a talk to a special session of agents 
from large cities J. R. Mage of Los 
Angeles discussed “How I Sell?” 

“Some of the old tried and true meth- 
ods which have been used since life in- 
surance was first sold are not to be over- 
looked in our method of procedure,” said 
Mr. Mage. “Although it is mystifying 
how our sales are made, on the other 
hand, it is no secret to some extent. 
Anyone who conscientiously endeavors 
to see a certain number of people daily 
and to talk intelligently with them con- 
cerning life insurance matters, if the 
people are willing to listen, cannot help 
but do a substantial business. 


Change of Age System 
of Prospecting Valuable 


“The change of age system of pros- 
pecting and salesmanship is just as valu- 
able today as ever. The value of infor- 
mation as to date of birth is certainly 
evidenced by the number of policies 
which are written on the date of a 
change of age. 

“One thing which I think is extremely 
valuable in connection with selling in- 
surance, and which seems to be of para- 
mount importance, as far as my opera- 
tions are concerned, is service—service 
such as we can render through the use 
of our so-called ‘Million Book.’ We hear 
from time to time about the so-called 
‘canned sales talk.’ While personally I 
do not use such a plan, I think we can- 
net help but get certain facts and ideas 
from them, which we will occasionally 
use in our ordinary sales approach. 

“T use the telephone quite a bit in 
my business at the present time but I 
am going to use the telephone more and 
more. I do not use it to make new con- 
tacts, as some do, but do use it to make 
appointments to discuss life insurance, 
and I tell the man that, so he knows it 
ahead of time. Almost 90 percent of the 
time an appointment results, at which I 
may or may not be successful in writing 
new business. But, at least, I am giving 
him the service which he deserves and 
which he learns to expect from me. 
Oftentimes I make arrangements to 
have lunch with a prospect or client. I 
think that more good can come from a 
luncheon engagement than almost from 
any other appointment. I believe this 











has been the cause of success for many 
agents. . 
“Prospecting is vital to this business 
and we should not allow the Prospecting ce 
end of it to slide in the slightest, be 
cause it is the foundation of all of oy 
new business and must be followed te. 
ligiously if we wish to have our prody. 
tion continue next year and the yea 
after. ; 
_ I would like to make a few sugyg. 
tions which I feel are valuable in cq. 
nection with the man who plans de. 
nitely upon following the life insuray FB 
business as his life’s work. In the fin E 
place, I believe he should join his log F | 
life underwriters’ association and coo. 
erate to the end that he may becong 
a cog in the wheel in his community 
far as life insurance is concerned, 
“As soon as conveniently possibl 
after one enters the life insurance bwi- 
ness, some educational steps should be 
taken. The most valuable procedure 
along that line that I know of at pres 
ent is the Chartered Life Underwrit. 
ers movement. While these will not 
make for a success in the life insurance 
business, they merely evidence that you 
are endeavoring to make your busines B 
an intelligent life’s work. Sooner o — 
later, the subconscious reaction which B 
they will have upon you will necessarily F™ 
affect your business. Incidentally, su F 
movements as the C. L. U. are boul 
to be recognized sooner or later as im 
portant factors in choosing one to whom 
a man shall give confidence, as far a 








his life insurance problems are con B 
cerned. vd 
Should Appreciate Importance ¢ 


of the Business 


“T wish that we all appreciated the 
importance of our business in the finan 
cial and economic set-up of our clients 
and I wish that we could appreciate 
what I think is the most important thing, 
as far as the future of our clients and 
ourselves is concerned, namely, our sit 
cere, honest service to them. 

“During the next 10 years we are g0 
ing to be called upon more frequently 
than ever before to give honest, unsel- 
fish service and advice in connection Be 
with our clients’ life insurance protec 
tion. The more service we have fet 
dered in the past and the more servitt 

(CONTINUED ON PAGE 16) 
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M. J. CLEARY 


President Northwestern Mutual 








GRANT L. HILL 
Director of Agencies 





R. H. PICKFORD 
New President Agents Association 
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ERNEST H. EARLEY 
Retiring President 
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No man or woman can read the letter from Bobby to 
his Daddy and not feel a glow of pride in the life 
insurance business. 


Choosing the life insurance profession for your life’s 
work will mark an important milestone in your career. 














And selecting the Ohio National as YOUR Company 
will be a wise choice. 


Proven sales promotion plans, available to every 
agent, assure your success. 


For a General Agent’s Contract write to John H. Evans, Vice-President. 


The Ohio National Life Insurance Company 


Cincinnati, Ohio 


T. W. APPLEBY, President 
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Gala Rally Starts Franklin 
Life on Second Fifty Years 





By H. J. BURRIDGE 


SPRINGFIELD, ILL., July 26.—IIli- 
nois’ oldest and largest chartered life 
company, the Franklin Life of Spring- 
field, held its golden anniversary con- 
vention here fm the auditorium of its 
home office building during the first 
three days of this week. It was a gala, 
jubilee event; an occasion for recalling 
past personalities, past accomplishments, 
and for announcing important new de- 
velopment plans. 

It was an unique gathering, having 
none of the aspects of a standardized, 
routine life company convention. The 
Franklin’s home office building, where 
all of the business sessions were held, 
is an architectural gem set down in 
the residence section away from the 
noises and distractions of the downtown 
district. The vine-covered structure is 
surrounded by a spacious well kept 








lawn, and on all sides are homes and 
churches. On this lawn and in this at- 
mosphere there was served, at the con- 
clusion of the first day’s business de- 
liberations, a picnic dinner for the 300 
agents and their wives who made up 


the convention group. The company’s 


whole convention set-up made its half 
century round-up a colorful affair. 
Luncheon was served each day in one 
of the churches of the neighborhood. 
There was an automobile trip to Old 
Salem National Park, historical village 
home of Abraham Lincoln. One eve- 
ning two teams were selected from the 
eastern and western agents of the com- 
pany who pitted themselves against each 
other in a game of donkey baseball, all 
of the players being mounted on don- 


ys. 
Rollin Young, agency vice-president, 





was in charge of the business sessions 
and kept the meetings moving at the 
proper tempo. President Henry M. 
Merriam delivered the address of wel- 
come. When his talk was concluded he 
was presented with a sheaf of applica- 
tions representing $718,055 of new busi- 
ness written as a special tribute to him 
during a three day drive just prior to 
the convention. President Merriam was 
genuinely but happily surprised. 


Leaders Are Introduced 


Mr. Young introduced George Goro- 
witz, Detroit general agent and presi- 
dent of the $250,000 club; Kenneth Hos- 
kins, general agent at Lufkin, Tex., and 
vice-president $250,000 club; Maurice 
Miller, general agent at Sherman, Tex., 
and head of the $100,000 club; John W. 
Feldwisch, St. Louis, vice-president, 
$100,000 club. They were awarded pro- 
duction prizes. The 10 general agents 
who have joined the company during the 
past year were also presented to the 
convention. 

Henry Abels, the Franklin’s veteran 
vice-president and a potent factor in its 
growth, spoke on “Development of the 
Franklin.” He described the upbuild- 
ing of the company, told of the absorp- 
tion of three small companies during 
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Is Your Daily Procedure 
Organized ? 


Definite standards of performance are required 
of our field representatives in their appointment 


as policyholders’ consultants. 


The new Federal Reserve LIFE-TIME Plan 


The NEW 
Federal Reserve 
LIFE-TIME 
PLAN 
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Principles 


We believe that the interests of 
Policyholders, Field Force and 
Company are exactly parallel, 


We believe that wastage in the 
Life Insurance business is borne 
by Policyholders, Field Force 
and Company alike, 


We believe that Standards of 
Performance are attainable which 
will eliminate Waste, and 


We believe that these principles 
should find expression in the 
relationship entered into between 
the Field Force and the Company. 
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Analyses of these reports are made at the 






















recognizes life underwriting as a profession, and 
it is necessary that our consultants have the abil- 
ity and do deliver a professional service to clients. 

In establishing and maintaining a professional 
relationship with clients, consultants are called 
upon to enlarge the scope of activities of the 
average life underwriter. Periodic service calls 
and other services to policyholders are required 
of them. These additional duties obviously make 
essential a high degree of organization of the con- 
sultant’s working time. To assist them in prop- 
erly organizing their time, we have outlined a 
plan of organized daily procedure. The purpose 
of this procedure is not an attempt at regimen- 
tation, but is merely another step in our plan to 
place the management of life insurance produc- 
tion on a scientific basis. 

We have prepared special forms which assist 
consultants to plan each day’s work, to make 
reports, and to maintain a record of their activi- 





KANSAS CITY, KANSAS 


home office, and each consultant is given the 
oportunity to compare his efficiency with other 
consultants and with the entire group. | 

From these detailed reports the company re- 
ceives information concerning policyholders which 
is valuable, and we pay our consultants to secure 


these facts. This is one of the factors taken into 
consideration in establishing the scale of remun- 
eration to consultants. Their compensation is on 
an entirely new basis for field representatives of 
life insurance companies, and represents an at- 
tempt by this company to pay them for the pres- 
ent and continuing worth of their business. 
Finally, they are assured a LIFE-TIME income 
on retirement, based on their performance while 
actively representing the company. 


The LIFE-TIME Plan has been enthusiastically 
received by our field force. We will gladly explain 
it more fully on request. 


‘GEORGE L. GROGAN 
Agency Vice-President 





























the early days, and concluded by say. 
ing that today, after 50 years, the Frank. 
lin Life is, so far as he knows, the larg. 
est financial institution in Illinois oyt. 
side of Chicago. 

Mr. Abels is interested in renewal rec. Cc 
ords, and awarded prizes to Mrs. Josie / 
Gately, Ft. Worth, Tex.; Kenneth Hos. 
kins, Lufkin, Tex., and Joe Moore, Pu: 
Green Bay, Wis., for attaining the high. 
est renewal percentages during the cly} a 
year just closed. 

Messages from Cashiers 


A novelty of the convention was the 





reading of congratulatory telegrams by 1 
James Abels, assistant treasurer, from fiel 
cashiers in most of the company’s im- of | 
portant general agencies. by 

At the Monday afternoon meeting tort 
Will Taylor, the Franklin’s secretary jn. con 
dulged in some reminiscences under the fath 
head of “Franklin Personalities.” He con 
told of the characteristics of some of sel; 
the executives that guided the destinies sec 
of the company during its younger days, F Cit 
Mr. Taylor has a keen sense of humor f ) '° 
and made a sparkling, witty talk. He inte 
has been with the Franklin for more E 
than 40 years. Incidentally during his has 
remarks Vice-president Abels mentioned [7 26 
that this week marks the thirty-sixth = 291! 
anniversary of his connection with the and 
company. adv: 

Howard Cammack, St. Louis general acai 
agent of the John Hancock, was the fairs 
guest speaker of Monday afternoon with ralis 
his address on “Personality in Selling.” inst 
Mr. Cammack began by surprising his atte 
hearers with the statement that it was Mr. 
the original intention of the founders of va 


the John Hancock to call that company F% | 
“The Benjamin Franklin Life,” but the F 2 
idea was abondoned in favor of the F | 


present title. . will 
Simplicity in Selling sis 

Mr. Cammack is an advocate of sim- F) who 
plicity in selling, and believes that the F% tion 
first rule to adopt in the development of FP will 


a selling personality is “‘be yourself.” 
He said that during any successful sales B 
presentation, the personality of the B TI 
salesman must recede into the back 


ground and the prospect and his prob- pas 
lems brought into the foreground. Mr. the 
Cammack gave a list of the character- iis | 
istics to develop and those to avoid, and at 
cited some examples of simplicity i nam 
selling. i 
W. J. Olive, general agent at Hol- with 
land, Mich., and a Franklin Life man the « 
for 31 years, paid tribute to the com BY men; 
pany’s official family. Mr. Olive ha By ;.. , 
2,000 policyholders in a small area su Bh) The 
rounding Holland, and has achieved 4 —% cige 
remarkable renewal record year afte’ Bi} Spri, 
year, @ quire 
Radio Entertainer on Hand > dent 
An enlivening feature of all business Corp 
sessions was the presence of Jules Bra » was 
zil, NBC entertainer. A nimble wit, he Com 
broke into the proceedings at various is st 
times with songs, jokes, anecdotes and Mort 
a running fire of kidding and irreverence, has b 
most of it directed at the convention for n 
leaders. He had the convention As 
stitches” on numerous occasions. the A 
Frank M. See, St. Louis general agett Neal, 
New England Mutual, was the featured 000 p 


speaker at the second day’s session. He coln 


was to have spoken on Monday, but was held | 
prevented from doing so by the suddea owne 
death of his mother, Mrs. Randolph E. fer ¢ 
See, who passed away at the age of 8. Prope 
Mr. See’s topics were “Prospecting” af The 
“Closing Sales.’ He made them /augh mitter 
when, speaking of prospects he salt Peori 
“When you see the baby buggy, go fin plan 1 
daddy.” the | 
The Franklin’s actuary, F. R. Jor mend 
dan, announced during his talk a neW mittec 
rate book to be made effective Jan. } cago, 
Rates will be increased an average % Strong 
two and one-half percent or fifty cents by th 
per thousand for the sum insured. Dis mittec 
ability rates will be advanced, but the JR) well | 
company will continue to issue income who 
disability of $10 per thousand. Other mer p 
second day speakers were Vice-presidett crimit 
Jos. W. Jones who discussed the new bid pr 





business department and Jos. S. ~ 
man, the Aetna Life’s big producer # 












Little Rock, Ark. lien 
At the concluding assembly there we — 
Ims 





(CONTINUED ON PAGE 16) 
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SL [gj Abraham Lincoln Life Sold || 4 sertising Man Joins | 


to Kansas City Interests 








arg. 
out: 

Tec. c, Z. GERMAN NEW PRESIDENT 
Osie 

los- . . . e 
ore, Purchasers Also Bidding for Peoria Life 
- | and Propose to Merge Companies— 


Neal, Davis Remain 





the ; The Abraham Lincoln Life of Spring- 
by F field, Ill., has been purchased by a group 
—_ of Kansas City and Chicago men, headed 
ms by Charles Z. German, Kansas City at- 


torney, who has become president of the 


ng company. Associated with him are his 
the father, Charles W. German, who be- 
He comes vice-president and general coun- 
a sel; George W. German, who becomes 
Ot B® secretary; U. S. G. Peabody of Kansas 


City and H. C. Bonfig of Chicago, di- 
rectors. The sale involves a 55 percent 
interest. 

H. B. Hill, the retiring president, who 
has been in life insurance for more than 
26 years and founded the company in 
1916, and F. M. Feffer, vice-president 
and agency director, will remain in an 
advisory capacity for a limited time, to 
acquaint the new officers with the af- 
fairs of the company, after which they 
expect to withdraw entirely from the 
insurance field. Mr. Hill will give his 
attention to his other business interests. 
Mr. Feffer and his family will spend the 
winter in Phoenix, Ariz., after which he 
will become associated with his father 
in the manufacturing business. Dr. John 
R. Neal, while resigning as secretary, 
will remain permanently with the com- 
pany in the medical department and 
O. F. Davis, assistant agency director, 
who has been giving most of his atten- 
tion to the accident and health division, 
will remain in the agency department. 
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New Officials’ Connections 


The new president has served as 
counsel for insurance companies for a 
number of years and is familiar with 
the business from that angle. He and 
his father are associated in the practice 
of law in Kansas City under the firm 
name of German & German. George 





"| W. German has also been associated 
') with the law firm. He was formerly in 
'» the credit and sales promotion depart- 
va ') ment of the Gleaner Combine Harves- 
| ter Cotporation of Independence, Mo. 
suf The elder German will continue to re- 
te : side in Kansas City, but will be in 
mu Ee Springfield whenever his services are re- 
') quired there. Mr. Bonfig is vice-presi- 
© dent and sales manager of the Grunow 
ness Corporation of Chicago and formerly 
Brae J was president of the Sterling Radio 
, he Company of Kansas City. Mr. Peabody 
ious 1S secretary-treasurer of the Nelson 
and = Mortgage Company of Kansas City. He 
nc, # | has been in the mortgage loan business 
tion fF for many years. 
“in As part payment for their interest in 
© the Abraham Lincoln Life, Messrs. Hill, 
ett [> Neal, Feffer and Davis took over $410,- 


ed J 000 preferred stock of the Abraham Lin- 
He  coln Hotel of Springfield, which was 


was J held by the life company. They already 
iden owned the common stock and this trans- 
EB. fer gives them control of the hotel 
83. [Ee property, 

and The new purchasers have also sub- 


ugh mitted a bid for the business of the 
aid, Peoria Life and if it should be accepted 


find plan to merge the two companies. While 

the Peoria Life receiver has recom- 
Jor mended the acceptance of the bid sub- 
new mitted by the Life & Casualty of Chi- 
eh cago, the Kansas City group is making 
_ of HR strong efforts to secure the acceptance 
ants y the court of its bid, which was sub- 
Dis- mitted in the name of Albert J. Weil, 
the well known criminal lawyer of Peoria, 
me He who represented Emmet C. May, for- 
the mer president of the Peoria Life, in the 
lent criminal case brought against him. That 
1eW id provides for an initial lien of 50 per- 
ry’ cent, with 41%4 percent interest to Dec. 


"at 31, 1948, and 334 percent thereafter. Both 
‘en and accrued interest are to be 
waived in connection with all death 
claims incurred prior to Dec. 31, 1943. 










Massachusetts Mutual 





_ Seneca M. Gamble, well known life 
insurance advertising man, has joined 


the Massachusetts Mutual Life, in the | 
agency department under Vice-Presi- | 


dent J. C. Behan. 
functions will be supervision of direct 
mail activities. He entered life insur- 
ance sales promotion work in 1924 with 
the Southern States Life. In 1930 he 
joined the Volunteer State Life, direct- 
ing sales promotion activities and insti- 
tuting conservation work. Last year he 
severed his connection with that com- 
pany and independently developed liter- 
ature to be used in conservation work. 
Recently he completed an analysis of 
the policyholders’ service department of 
the State Life of Indianapolis. He has 
been active in the Life Advertisers As- 
sociation and the Insurance Advertising 
Conference. 








Liens would be adjusted at the end of 
any year in which the surplus in the 
Peoria Life account is sufficient to make 
an adjustment of at least 10 percent of 
the total liens. 

If the liens have not been removed 
by Dec. 31, 1948, no further adjustment 
would be made and the Peoria Life busi- 
ness would then be merged with other 
business of the new company, all Pe- 
oria Life policies to be participating 
thereafter. Dividends would be payable 
on Peoria Life participating policies 
during the adjustment period in such 
amounts as the directors determine, with 
approval of the director of insurance. 
Death claims would be paid in full and 
full liability assumed under supplemen- 
tary contracts arising from death claims. 
Double indemnity benefits and waiver of 
premium disability would be continued 
in full, subject to adjustment of pre- 
miums in the case of waiver of premium. 
Income disability benefits would be dis- 
continued and 50 percent of the reserves 
applied as a credit in the reduction 
of liens; moratorium on cash and loan 
values to be in effect for five years, with 
privilege of extension; renewal commis- 
sions to be paid agents not exceeding 5 
percent for not more than nine years. 

The Abraham Lincoln Life was 
started in 1916 as the Mutual Life of 
Illinois and was reincorporated in 1919 
as an old line legal reserve company 
under the same name. In 1926 the name 
was changed to the Abraham Lincoln 
Life. In 1923 it absorbed the business 
of the Marquette Life; in 1931 the busi- 
ness of the Springfield Life. Its admitted 
assets at the first of this year were $13,- 
460,644 and life insurance in force $68,- 
070,322. 

Its accident and health department 
last year showed net premiums of $254,- 
902, with a loss ratio of only 39 percent, 
but an underwriting expense ratio of 
68.3 percent. The premiums in that de- 
partment showed a considerable decline 
last year, but have been showing a re- 
markable increase so far this year. 

C. W. German stated this week that in 
the purchase of the Abraham Lincoln 
Life his firm was acting for other in- 
terests who will be revealed later. The 
theory is that these other interests are 


Among his other | 





insurance operators. A good price was; 


paid for the Abraham Lincoln, in the 
hope that through this instrumentality 
the business of the Peoria Life might be 
acquired. The new owners of the Abra- 
ham Lincoln, should they be awarded 


the business of the Peoria Life, hope | 
to be able to retain the head office of | 


the company in Springfield. Since the 


home office of the Peoria Life will be | 
taken out as an asset in reinsuring its | 


business, the reinsuring company would 


not be saddled with the burden of that | 
building. However, the receiver for the 
Peoria Life is interested in having the 


reinsuring company establish its head 


office in Peoria. The new owners of the | 


Abraham Lincoln Life are reported to 
be ready to put in from $300,000 to 
$500,000 of new money. 





VACATION 
DAYS.... 


are the happiest days of the year ... but... 


they are the most dangerous. 


Already accidents for 1934 have increased 
over 1933, when 31,500 were killed in auto- 
mobiles, and 90,000 were permanently dis- 


abled. 


Swimming is good summer sport, but it, too, 


takes a heavy toll each year. 


There’s an accident in the United States 


every two seconds, day and night. 


The Accident insurance provided by B. M. 
A. aided greatly to relieve the $2,000,000,- 
000.00 wage and expense loss resulting from 


accidents in 1933. 


Now when incomes are so important—they 
B. M. A. salesmen are 
equipped to protect the citizens of this country 
against loss of income caused by sickness, acci- 


must be protected. 


dent, old age and death. 


This complete service accounts for the al- 
most unprecedented growth of the . . . 


Business MEN’s 
ASSURANCE COMPANY 


Kansas City, Mo. 


W. T. GRANT, President 


More than $32,000,000.00 Benefits Paid 
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Perfect for “Package Selling”= 
The FIVE STAR ANNUITY with 
the FAMILY INCOME RIDER as 
offered by THE LINCOLN 
NATIONAL LIFE IN- 


SURANCE COMPANY 





of Fort Wayne, Indiana. This plan 
provides in one unit: clean-up 


fund. income for dependents, and 


a retirement ineome for the 


imsured himself. . ... +... «: 





A Friendly Service 
You Can Perform with Profit 


When a personal friend meets with a serious 
accident you earnestly hope he has insurance 
enough to cover the accompanying heavy ex- 
penses ; you reproach yourself if he hasn’t. 


It is your business to be foresighted and 
everyone you know is entitled to your best 
efforts to insure him against accidental injury. 


Ask our local office for our reimbursement 
accident insurance folder with description and 
rates. 


Connecticut General 


Life Insurance Company 
Hartford, Conn. 





Provident Mutual Reduces 


Limits on Investment Forms 





DUE TO LOW INTEREST RATE 





Officials Review Difficulties in Finding 
Adequate High Yield Securities 
of Good Value 


PHILADELPHIA, July 26.—The 
Provident Mutual Life announces a sub- 
stantial reduction in the limit it will ac- 
cept on single premium policies and an- 
nuities. “The present highly abnormal 
condition of the investment market 
makes it extremely difficult to obtain 
new investments which yield a satisfac- 
tory rate of interest,’ the company 
states. “On account of this situation the 
life insurance companies are receiving an 
undue amount of funds which are placed 
with them on a single premium basis 
for purely investment reasons. This 
greatly increases the investment prob- 
lems of the companies and it has become 
apparent that in fairness to the existing 
group of policyholders some restrictions 
should be imposed on new business con- 
taining a large investment element.” 

Single premium insurance without 
medical examination will be issued in 
conjunction with single premium life an- 
nuities for a maximum premium of $10,- 
800 for the combination on any one life. 
The limits for single premium insurance 
policies will be one-half of the usual 
limits. Single premium annuity contracts 
will be limited in amount to a maximum 
annuity payment of $500 monthly or its 
equivalent, and the single premium re- 
tirement life income contract will not 
be issued for a single premium of more 
than $10,000 on any one life. 


Limit ov Prepaid Premiums 


Premiums may not be prepaid beyond 
ten years in advance of the date of dis- 
counting. The maximum amount re- 
ceivable in discount of premium on any 
given policy or group of policies issued 
on the same examination will be $5,000. 

Investment officers of the Provident 
Mutual Life do not believe that any- 
thing is to be gained at this time by a 
discussion of the investment problem 
confronting all the life companies. They 
are, however, somewhat optimistic in 
the hope that the fall will find some new 
investment fields opening. 

The company points out that bonds 
today are higher than at any time within 
30 years. The company is necessarily 
increasing its cash surplus because of 
the lack of sufficient good investments. 
However, these officers declared, they 
have been rather fortunate in securing 
some good blocks of investments, al- 
though they have been in small blocks 
and not in large blocks as in the past. 


“Feelers” Have Gone Out 


Asked whether the federal securities 
act had anything to do with creating 
this situation, the company replied that 
it might have slowed things up a bit at 
first. It then pointed out that two “feel- 
ers” have gone out in the form of the 
Pennsylvania Railroad and Baltimore & 
Ohio Railroad issues and that they are 
meeting with success. 

However, there is no new money 
needed at this time. Much of the issues 
coming out, or about to come out, 1s 
mainly for refinancing. There will be 
no real demand for new money, one ofh- 
cial stated, until the major industries 
start. Once this happens, both business 
and investment conditions will start im- 
proving. However, he admitted, the low 
interest rate at present is very beneficial 
to the debtor. 

For the first six months of 1934, the 
Provident Mutual reported $40,397,791 1n 
new insurance, an increase of 14.9 per- 
cent. Including annuities the increase is 
32 percent. 


Nearly 160 delegates and families at- 
tended the annual convention of the 
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Cleveland Candidate for 


National Trustee Post 


—— 








E. W. BRAILEY 


CLEVELAND, July 26—For the 
first time in many years the Cleveland 
Life Underwriters Association is seeking 
national recognition for one of its mem- 
bers. This week the organization filed 
with E. A. Crane, chairman of the Na 
tional association nominating committee, 
the name of E. W. Brailey, president 
of the Cleveland association, as its 
choice for trustee. 


New England Mutual Life and came to 
Cleveland in the fall of 1929 from the 
home office, where he was assistant st- 
perintendent of agencies. He was born 
in Vermont, graduated from the Univer- 
sity of Vermont in 1914 and tansht for 
seven years. He then entered life insur- 
ance with the Equitable Life of New 
York. He made an excellent record in 
St. Johnsbury and in Manchester a 
district manager. 

He organized the Nashua, Dover and 

Concord (N. H.) associations. He was 
president of the Manchester association 
and secretary of the New Hampshire 
state association. 
He has attained distinction* as 3 
speaker and has appeared before many lo 
cal associations throughout the country. 
In 1927 he won the prize offered by the 
National association for the best essay 
on thrift. 








Dean Heilman Is to Speak 
at National C. L. U. Meeting 


Dean Heilman of the school of cor 
merce of Northwestern University, Chi 
cago, nationally known economist af 
educator, under whose direction the lite 
insurance course at Northwestern Unt 
versity has been developed, will be the 
principal speaker at the annual dinnet 
of the National chapter of C. L. U. 1 
be held in Milwaukee Sept. 26, during 
the annual convention of the National 
Association of Life Underwriters. His 
subject will be “Life Underwriting from 
the Business Educator’s Viewpoint.” 
Lawrence C. Woods, Jr., Equitable of 
New York, Pittsburgh, president of the 
national chapter, will preside. There wil 
be a short business meeting precedin8 
the dinner. 





Fewer Washington Agents 


OLYMPIA, WASH., July 26.—Thet 
are now 705 fewer agents in Washing 
ton this year than last, according to fg 
ures by F. T. Houghton, assistant ™ 
surance commissioner. Licenses 1ssué 
the first half of the year were 22860 
compared to 23,565 last year. There 








American Farmers Mutual Life near 
Clear Lake, Ia. 


were 176 fewer life agents licensed. 


Mr. Brailey is general agent of the § 
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Head of Federal Reserve 
Life Meets Sudden Death 









B. FRANK BUSHMAN PASSES 





Body of President of Kansas Company 
Found in Garage in’ Back of 
His Home... 





KANSAS CITY, MO., July 26.—B. 
Frank Bushman, president of the Fed- 
eral Reserve Life of Kansas City, Kan., 
was found dead Tuesday morning in the 
garage in back of his home in Kansas 
City, Mo. A deputy coroner stated 
Mr. Bushman had been: dead for two 
hours or more when the body was dis- 
covered at 7:45 o'clock. He pronounced 
heat exhaustion as the probable cause 
of death. The engine of his car was 
still running when he was found. 

It could not be determined whether 
Mr. Bushman was leaving his home, or 
had been placing the car in the garage 
at the time he was overcome. It was 
believed he may have succumbed to the 
heat as he was putting his car away. 
The heat in Kansas City has. been in- 
tense the past several weeks, with the 
early morning hours bringing little 
change in temperature. Mr. Bushman’s 
business associates stated they had 
warned him yesterday about working too 
hard in view of the hot weather. He 
was not in good health, having been 
weakened by a siege of peritonitis which 
followed a serious appendectomy sev- 
eral months ago. 

Formerly a Detroiter 


FP A review of Mr. Bushman’s financial 
le 0 F affairs indicated that nothing of serious 
the ’ consequence had recently developed. In 
t Sit Be January, an examination of his company 
bor! B was completed by the Kansas depart- 
ve: B — ment and while no report hd been made 
t fot Be public, it was understood the company 
New i was in solvent position. Mr. Bushman 


NCI in 1929 assumed the presidency of the 
din Federal Reserve Life. He came from 
' 8 B Detroit with associates, and purchased 


> control. He was 41 years of age. 
- _Mrs. Bushman was_ in - Colorado 
+ Springs for her health at the time of 
> his death. 
| Mr. Bushman was originally associ- 
» ated with his father, F. E. Bushman, in 
| the real estate and banking business in 
|) Detroit. He and his father obtained 
' control of the General Casualty & 
| Surety of that city, B. Frank Bushman 
© becoming president. The company was 
- sold and later reinsured in the General 
| Indemnity of New York which subse- 
» quently failed. Mr. Bushman together 
with Massey Wilson and others became 
' ) interested in the Fire Insurance Com- 
p pany of Chicago, now in receivership, 


and 
was 
tion 
hire 


5 4 
y lo- 
itry. 

the 
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© and he was concerned in the lengthy | 


» and tangled litigation in the affairs of 

that company. 

| Mr. Bushman had a gracious person- 

tite ality and he was famed for his shrewd- 
ness in making deals. 


a : Would Revise Michigan Law 








he ' on Exemption of Proceeds 
al eae 
= DETROIT, July 26.—Clarification and 


| tightening of Michigan’s insurance law 
» 48 it applies to exemption of insurance 
th a from attachment by creditors 
. will be attempted by cooperative effort 


¢ ° apy, re el 
: of. Detroit and Michigan organizations, 
N with the sanction of Commissioner 
ing Gauss, 


: Hak. Thompson, executive sec- 
net of the Association Life General 
‘Agents & Managers and Qualified Life 
puderwriters, Detroit, and -secretary- 
reasurer of the Michigan State Asso- 


re paca of Life Underwriters, has been 
e- ae orized to make a survey to deter- 
7: . ne the exact status of this phase of 
9 © Present law and to provide a basis 
ed Or revision, 





ao Detroit general agents have 
a ee the need for more rigid pro- 
Weg OF insurance funds and _particu- 

Y tor exemption of disability pro- 












ceeds from attachments as provided by 
Section 55B of the New York insurance 
law. Disability proceeds are afforded 
no protection whatever under the Mich- 
igan law. Even the protection of life 
insurance funds under the existing 
statute is believed to be clouded by am- 
biguous wording. 

Commssioner Gauss has gone on rec- 
ord as favoring legislative protection 
for both life insurance and disability 
proceeds, _except where the annuity 
feature might be used as a means of 
concealing assets. Executives believe 
that this feature can be provided for in 
the revision of the law. As soon as the 
Survey is completed it will be presented 
to the legislative committees of the De- 
troit associations and then will be trans- 
mitted to the executive committee of 
the state association. 





Lindow District Manager 


F. W. Lindow has been appointed dis- 
trict manager for the Toledo agency 
of the New England Mutual Life by 
General Agent H. P. Gravengaard of 
northwestern Ohio. Mr. Lindow has 
been active in insurance at Toledo since 
1914, serving continuously with the 
Union Central until the end of 1933 ex- 
cept for three years as general agent 





A. G. Correll Is Appointed 
General Agent in Brooklyn 





The New England Mutual announces 
the appointment of Alfred G. Correll as 
general agent for Brooklyn, succeeding 
Samuel A. Boyd, resigned. The offices 
will remain at 16 Court street. 

Mr. Correll was born in Brooklyn in 
1894. For the past 14 years he has 
been engaged in life insurance, under 
General Agents L. A. Cerf, and Beers 
& DeLong (later C. E. DeLong). In 
1929 he became assistant manager to C. 
Preston Dawson, now of the William 
H. Beers agency of the New England 
Mutual. 

He is one of the leading insurance 
men of Brooklyn and a large personal 
producer. In addition to managing the 
Brooklyn office of the DeLong agency, 
he has maintained an average annual 
production, throughout the depression, 


O. J. Davis Assistant Secretary 


O. J. Davis, who has been connected 
with the National Life & Accident since 
1914, has become assistant secretary. 


Benefit Society Sued 


ST. PAUL, July 26—Charges against 
operators of the Southern Minnesota 
Benevolent Association have been filed 





in Ramsey district court by C. S. Peter- 
son, in charge of the society when its 
offices were located at Lanesboro, Minn. 
Ousting of present officials, an account- 
ing of money and appointment of a re- 
ceiver is requested. Peterson seeks 
$100,000 damages. Named in the suits 
are J. M. Holmberg, Oscar Hallam, M. 
A. National and Julius Schmahl. The 
company’s offices were moved to St. 
Paul last September. 


Lamar Life Club Officers 


W. C. Buckley, district manager in 
Jackson, Miss., has been chosen presi- 
dent of the All-Star Club of the Lamar 
Life which holds its annual agency con- 
vention at Biloxi, Miss., Aug. 2-3. Other 
officers of the club are: P. S. Curlee, 
Texas, first vice-president; E. W. In- 
mon, Mississippi, second vice-president, 
and R. B. Schlater, Mississippi, third 
vice-president. Officers are chosen in 
accordance with their production and 
persistency records. 


Fitzsimmons Elected Treasurer 


J. M. Fitzsimmons, who for four 
years has been manager of the Chicago 
office of the City Company of New 
York, has joined the Volunteer State 
Life and has been elected treasurer. 





Equitable Life of Iowa. 
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If so, write 








Records based upon weekly reports of several hundred men 
now following the plan—for a total of over 6,000 weeks—over 
120 years work—show that our ideal of 15% sales is none too high. 


The difficulty lies in getting a man to do the “20-12-10.” For 
the man who will follow the plan the 15% takes care of itself. 


Can you go thru motions that are sure to produce results? 


Harold J. Cummings, Vice-President 


THE MINNESOTA MUTUAL LIFE INSURANCE CO. 


Saint Paul 


20 NEW Names 
12 Appointments 


10 Presentations 
15% SALES 


Given effective methods of finding prospects 
An Interview Sale that gets the appointment 
And Visual Presentations that hit the spot— 


We need only a man willing to put the three together out on 
the street. THEN SALES JUST HAPPEN. 
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STABILITY .... proven by 
a history of thirty years suc- 
cessful life insurance experi- 
ence; of capable and efficient 
management, and steady and 
consistent growth .... by 
having given at all times the 
fullest protection possible at 
the fairest cost consistent 
with safety .... by having 
pursued a policy of square- 
dealing with its policyholders 
and its agents. 


STRENGTH .... proven by 
total assets of $14,860,977.00 
(Dec. 31, 1933) the largest in 
the company’s history .... 
total insurance in force 
$115,048,145.00 a net increase 
in 1933 of $2,363,000.00, one 
of the few companies to show 
a gain. 


SECURITY .... proven by 
ratio of $1.20 in assets for 
every $1.00 of liabilities .... 
this “protection margin” has 
been the same for the past 3 
years... . rated “A” ex- 
cellent. 


AGENTS — If interested in 
representing a company of 
proven stability, strength and 
security, write for informa- 
tion regarding our unique 
contract. 


I. Smith Homans, Vice-President 


COMMONWEALTH 
LIFE INSURANCE CO. 
LOUISVILLE, KY 

















Receiver of Peoria Life 
Favors Chicago Company 





RECOMMENDS LIFE & CASUALTY 





Hearings Are Under Way—New Abra- 
ham Lincoln Life Owners Make 
Spirited Fight for Deal 





The contract submitted by the Life & 
Casualty of Chicago for reinsurance of 
the defunct Peoria Life has been recom- 
mended to the circuit court of Peoria 
for acceptance by C. V. O’Hern, receiver 
for the Peoria Life. The Life & Casu- 
alty was the company that reinsured the 
defunct Old Colony Life of Chicago. 

At about the same time another hurdle 
was crossed on the road leading to re- 
insurance of the business of the Peoria 
Life in the customary manner, when 
Federal Judge Briggle at Springfield, 
Ill., turned down the request of a group 
of creditors that a federal trustee be 
appointed for the Peoria Life. Judge 
Briggle held that- insurance companies 
were not included in recent amendments 
to the federal bankruptcy act. 


Other Bidders Given 


In addition to the Life & Casualty, 
the other bidders were the United Bene- 
fit Life of Omaha, General Life, an as- 
sessment concern of Chicago, Illinois 
Bankers Life, Mutual Life of Illinois, 
an assessment concern in process of or- 
ganization, H. E. Pratt, in behalf of a 
group of policyholders proposing to or- 
ganize a new company; Weil, 
attorney of Peoria, who defended Em- 
met May, former president of the Peoria 
Life, on a criminal charge, and acted for 
a group, which has just purchased the 
Abraham Lincoln Life; J. B. Wolfen- 
barger, former general counsel of the 
Peoria Life, on behalf of a group pro- 
posing to organize a new company, and 
the Nebraska Life, in process of organi- 
zation. 

The receiver analyzes the reports ex- 
haustively and follows the method that 
was instituted by W. M. Corcoran, con- 
sulting actuary, in making a digest of 
the bids that were submitted for rein- 
surance of the National Life, U. S. A. 
Mr. Corcoran is also acting in the Pe- 
oria Life case. 

Details of the Bid 


Under the Life & Casualty proposal 
there would be a 50 percent lien bearing 
interest at 4% percent until Dec. 31, 
1948, and thereafter at the valuation rate 
of 3% percent. Both lien and accrued 
interest would be waived on all death 
claims occurring prior to Dec. 31, 1934. 
All profits on Peoria Life business and 
assets would be credited to the Peoria 
Life fund and all liens would be ad- 
justed at the end of any year at which 
the surplus in the Peoria Life account 
is sufficient to make an adjustment of 
at least 10 percent in the lien. If the 
liens have not been removed in full by 
Dec. 31, 1948, no further adjustment 
would be made and profits would there- 
after go to the Life & Casualty. Pre- 
miums on participating policies would 
be reduced to a non-participating basis. 

Double indemnity and waiver of pre- 
mium disability benefits would be con- 
tinued in full but income disability would 
be discontinued. The lien and accrued 
interest would be deducted from matur- 
ing endowments but the holders would 
participate in future lien reductions. 
Liens would be applied to and continued 
against annuities until the indebtedness 
exceeds the reserve, but should the lien 
result in a discontinuance of annuity pay- 
ments, annuitants would thereafter par- 
ticipate in subsequent lien reductions. 
There would be a moratorium on cash 
and loan values for five years. The com- 
pany in its discretion would pay com- 
missions to any Peoria Life agent not 
exceeding 742 percent and pay him 5 
percent for conserving business not writ- 
ten by him. Peoria Life policies ex- 
changed for Life & Casualty policies 








Changes in Maine Company | 
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A. T. LEHMAN 


A. T. Lehman, who recently became 
associate actuary and comptroller of the 
Union Mutual Life of Portland, Me., has 
been one of the outstanding middle west 
insurance executives. His last connec- 
tion was as actuary of the Detroit Life. 
Prior to that he served as actuary for 
the Indiana department and later as 
actuary for the Standard Life of Pitts- 
burgh. He will be associated in the 
agency department activities with Vice- 
President R. E. Irish. 














Cc 


N. CUTTER 


Announcement is made this week of 
the election of Charles N. Cutter as a 
sistant superintendent of agencies of the 
company. He has been connected with 
the Union Mutual Life two years in the 
agency department, formerly having 
been an agent and field representative 
for the Equitable Life of New York in 
Portland. % 

C. G. Lane has been appointed invest: 
ment department statistician for the 
company. ‘ 








would be considered Peoria Life policies 
and first year commission would be lim- 
ited to 15 percent. 

For administration expenses the Life 
& Casualty would receive an allowance 
of $1 per year per thousand of extended 
insurance and yearly renewable term in- 
surance and $2 per year per thousand 
of all other insurance. 


Administering the Assets 


Assets would be administered by the 
Life & Casualty but no assets would be 
sold at a price less than its latest ap- 
praised value without the consent of two 
trustees. The Life & Casualty would 
pay for the Peoria Life business $5 per 
thousand if that amount would remove 
the lien at the end of any calendar year 
prior to and including Dec. 31, 1943; $4 
per thousand under the same conditions 
on Dec. 31, 1944; $3 per thousand from 
1945 to 1948; and $3 per thousand on 
Dec. 31, 1948, whether such payment 
would discharge the liens in full or not. 

Arguments upon the reinsurance pro- 
posals are being heard this week. The 
Life & Casualty has agreed that if it 
gets the contract, it will move its home 
office from Chicago to the Peoria Life 
building. The Life & Casualty is quar- 


‘tered in a building which it owns on 


North Michigan avenue in Chicago. The 
receivers report spoke highly of the 





RSE. 


Life & Casualty, stating the policyhold- 
ers are given fair treatment and claims 
are not resisted unless the facts merit 
The cash position has always bet 
strong and was sufficient at any time 


SPARE ate gir 


to meet the payment of policy claims 
and other obligations. 
ee é 
Rench Elected in St. Louis [ 
ST. LOUIS, July 26—Fred Rench of F 
the National Life of Vermont wa —™ 
& 


elected president of the General Agents 
& Managers Association of St. Louis at 
the annual meeting. Other officers are: 
Ray Martin, Home Life, vice-president; 5 
Howard Cammack, John Hancock Mu By 
tual Life, secretary-treasurer, and C. 6 
Otto, Mutual Benefit Life. P. O. Works 
Penn Mutual Life, and F. M. See, New 
England Mutual Life, are executive 
committeemen. 


ALR 


Hennessey Has New Company 


The Government Personnel Mutu 
Life of San Antonio has been incorpor 
ated. The promoter is P. J. Hennessey, 
retired colonel of the United States 
army, who is connected with the Great 
American Life of San Antonio, and has 
promoted several other insurance orgal- 
izations for the solicitation of govefl 
ment employes. 


—_———— 





confidence. 
with this ad. 


WANTED—FIELD SUPERVISOR—A salaried position is open to some 
man age 30 to 40 with a background of successful life insurance sales 
experience, (accident and health experience will be helpful) whose record 
will stand the closest investigation, to help develop Illinois territory, 
particularly Chicago, by finding, training and working with men. ! 
state age and details of experience in full. All replies will be treated in 
Present representatives of this Company are acquainted 


Address replies to Box 629—ILLINOIS ATHLETIC CLUB 


In reply 


——_— 








Underwriter, Chicago. 





WANTED 
GENERAL AGENTS FOR PENNSYLVANIA AND OHIO 


If you feel that you are capable of building a General Agency, this company can Lenses 
leads that are unique. Splendid opportunity for right men. Reply to Y-78, The Nationa 
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Investments Are Analyzed 


F. W. Walker, Vice-president Northwestern Mutual Life, in 
Discussion of Bonds as Medium for Life Insurance Funds 





Bonds as a medium of investment for 
life insurance funds were analyzed by 
F. W. Walker, vice-president of the 
Northwestern Mutual Life, at the com- 
pany’s annual Association of Agents 
meeting, which was held this week in 
Milwaukee. 

“Life insurance companies differ from 
other financial, industrial and commer- 
cial institutions in many essentials,” said 
Mr. Walker. “The purposes for which 
life insurance investments are held are 
to meet the obligations arising out of 
the legal reserves, which the companies 
are required by law to maintain, and to 
insure the prompt and full performance 
of the life insurance company’s contracts. 

“Recognizing that by their very na- 
ture life insurance companies are re- 
serve institutions whose funds should be 
regarded as trust funds, the several 
states have enacted laws governing the 
investment of life insurance company 
funds,” said Mr. Walker. “The limita- 
tions imposed by these laws have in 
general proven to be wise. Bearing in 
mind that safety of principal is the first 
consideration, that continuity of income 
is of almost equal importance, and that 
the amount or rate of income in excess 
of reserve requirements and contractual 
obligations is of lesser importance, the 
sacred character of the trust requires 
that life insurance funds be invested 
promptly and be not permitted to re- 
main idle, earning no return, in the 
speculative hope that a more favorable 
market may develop at some future 
time. 


Views Various Forms 
of Investments Available 


“Experience has shown that proprie- 
tary interests in other forms of business 
through investment in common stocks, 
are not suitable investments for life in- 
surance companies. Mortgage loans se- 
cured by first mortgages on real estate 
and of quality are universally recognized 





as sound and suitable investments for 
life insurance funds. Policy loans, al- 
though classified under the law as in- 
vestments, are in reality not entitled to 
such classification in its broadest terms. 
Mortgage loans and policy loans are 
non-liquid and fail to satisfy the require- 
ments of a medium for prompt invest- 
ment at all times of the company’s avail- 
able funds. 

“The remaining lawful medium, name- 
ly bonds, must be looked for to provide 
the necessary qualities of liquidity and 
availability under all conditions. United 
States government bonds possess a high 
degree of security, liquidity and avail- 
ability and consequently yield a com- 
paratively low income, which generally 
is less than the average return required 
of life insurance investments. Their past 
record entitles United States govern- 
ment bonds to be considered as second- 
ary cash reserves earning more than 
bank balances even though less than 
the average income required. 


New Issues Curtailed 
During Depression 


“Bonds of one or more classes law- 
ful for investment of life insurance funds 
have been available in large volume for 
purchase and prompt delivery at all 
times for many years. New issues have 
been greatly curtailed during the depres- 
sion and at present the volume available 
for purchase is limited and in great de- 
mand by reason of the abnormally large 
amounts of idle funds seeking invest- 
ments which ordinarily would not seek 
securities sought after by life insurance 
companies. 

“It is evident that long experience has 
demonstrated that bonds conforming to 
the laws governing investment of life 
insurance funds afford a medium for in- 
vestment possessing the required de- 
grees of liquidity and availability for 
prompt investment essential to a portion 
of life insurance investments.” 








Industrial Abuses Hit By 


Commissioner of Virginia 





Superintendent Bowles of Virginia 
has issued a ruling, effective Aug. 20, 
prohibiting collection of partial payment 
on arrears from industrial policyholders. 
The agent may only make collection 
from an industrial policyholder, who has 
lapsed his insurance, when the payment 
amounts to the total of the arrears and 
enables the insured to make immediate 
application for reinstatement. This rul- 
ing does not prevent continued collec- 
tion, prior to Dec. 31, 1934, as partial 
Payment on arrears where the first of 
the partial payments was made prior to 
the effective date of the ruling, pro- 
vided that any money so collected must 
be turned into the company and not held 
by the agent, 

Mr. Bowles also ruled that any ad- 
vance premium paid by an industrial 
policyholder shall be recorded in the re- 
ceipt book of the insured and the record 
book of the agent in the same manner 
as current premiums are recorded. 
There shall be no such thing as blind 
€ntries in either book and the policy- 
pair's receipt book and the record 

ook of the agent shall be in exact 
agreement at all times. 
ae department ruled it would con- 

rue the act of an agent as twisting 
when he calls for other companies’ pol- 
ag and compares them with his own 
iy Purpose of causing a policy- 
i to drop the policy of the other 
ee So as to write a policy in his 

™ company. Examination_of receipt 
be me of other companies will likewise 
“e © construed. _ Agents are prohibited 

m taking information from other 





Oregon Now Only State to 
Frown on the HOLC Bonds 


It is now permissible for life com- 
panies to carry Home Owners Loan 
Corporation bonds among their ad- 
mitted assets in all states, except 
Oregon, according to a bulletin sent out 
by Col. C. B. Robbins, manager of the 
American Life Convention. 

The Oregon attorney general re- 
cently held that such bonds may not be 
deposited with the state treasurer under 
the Oregon statutes, since the U. S. 
government is not primarily liable for 
payment of the bonds, the government 
being limited only to guaranty of pay- 
ment of the interest and principal. 

Due to the recent amendments by 
Congress to the HOLC act of 1933, 
wherein the guaranty by the federal 
government has been extended to both 
principal and interest of the bonds, a 
number of states that heretofore had 
restricted company investments in such 
securities have enacted legislation au- 
thorizing investments in such bonds. 

Colonel Robbins also called attention 
to the fact that, under the act, as 
amended by Public Act No. 178 (S. 
2999), 73d Congress, conversion of the 
original four percent bonds, under 
which interest only was guaranteed, can- 
not be made by the federal reserve 
banks for the new three percent prin- 
cipal-interest guaranteed bonds after 
Oct. 27, 1934. 











companies’ receipt books to enable them 
to cause the policyholders to pay prem- 
iums in accordance with what may have 
been done on other policies. 








that comes to life 
on the page ... 





“Don’t risk it, Ed. You see, 1 had put off getting enough life insurance 


—waiting for better times. Then this illness . . . and now perhaps 


I can’t get it!’ 

“That’s all right, Joe. You'll be as good as new before long.” (To him- 
self) “This is a lesson to me. I’m not going to wait any longer to inves- 
tigate the Union Central’s Economic Adjustment Plan. They say with 
that plan a man doesn’t have to wait for better times to secure adequate 
protection for his family.” 


Look at this photograph again. It is the type of 
picture that appears in Union Central national adver- 
tising to tell families, in human terms, about an 
insurance plan that will give them “full protection 
at once even on a reduced income.” 


To the reader of The Saturday Evening Post, 
Time, or Collier’s, pictures like this one come to life 
right on the page. These are real people (just like 
his own family) with real problems (just like his 
own). 

So it’s perfectly natural that the reader should 
say to himself, “I like that company. It’s human.” 
Men in the field say that it’s half the battle to find 
the prospect in that frame of mind on the first call! 


The 
UNION CENTRAL 


Life Insurance Company 


CINCINNATI 
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ASSETS 
December 31, 1933 


$175,169,871.31 
INCOME OVER 
OUTGO 1933 


$4,831,493.77 
ae 


BANKERS LIFE 
COMPANY 


Gerard S. Nollen 


President 


Des Moines, Iowa 


\ 55 Years Old 
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The Greatest Asset 


—of any life insurance company comes out of 
the loyalty and efficiency of its agency staff 
and the public approval of complete, modern- 
ized service. This explains how this Company 
was able to produce 26% more paid business 
during the first six months of 1934 than in the 
corresponding period of 1933. 


There is opportunity for life underwriters of 
character under liberal first year commission 


and non-forfeitable renewal contracts. 


CALIFORNIA-WESTERN STATES LIFE 


O. J. Lacy, Pres. Sacramento 




















RECORDS 


Life insurance written in Detroit the 
first six months of 1934 shows a gain 
of 41 percent, according to H. B. 
Thompson, executive secretary of the 
Associated Life General Agents & Man- 
agers of Detroit. Twenty-one companies 
writing approximately 45 percent of the 
business in the territory report $50,576,- 
616 of paid business for the first six 
months of 1934, as compared to $35,775,- 
695 in 1933. The anticipated drop in 
volume for the late spring and summer 
months has not occurred. June business 
totaled $9,056,503, as compared to $8,- 
609,442 for May, 1934 and $8,531,241 for 
June, 1933. June volume for 1934 re- 
cords a new high record for the last 
two years. 





x - o 


Cedar Rapids Life—June new business 
gains 49 percent. 
ake ok 
Stumes & Loeb, general agents Penn 
Mutual, Chicago—Production for first 
six months omer S4Ree nes, an increase. 


Provident Life & Accident—Six-month 
ordinary record best since 1931 with 82 
percent gain in paid business. Insur- 
ance in force increased $6,957,443 since 
Dec. 31 and $11,831,300 since June 30, 
1933. Mortality 53 percent of expected. 

Security Mutual Life, Neb.—Six-month 
production increased $1,145,000 or 92 per- 
cent. June gain 65 percent. 

E. E. Henderson, Pacific Mutual Life, 
Chicago—To date, $2,249,339 paid busi- 
ness, 999 applications. In the last week 
77 applications for $158,903 were written. 


Willard Ewing, Provident Mutual, Kan- 
sas City—Paid for 184 percent of quota 
during president’s month in June; paid 
business 75 percent increase over June, 
1933. 

Herbert Hedges, Equitable of Iowa, 
Kansas City.—Leading all agencies for 
six months with 82 percent increase in 
paid business; June volume $383,000, or 
approximately 2% times that in June, 
1933. Paid volume to date $1,759,000. 

United Mutual Life, Indianapolis—June 
paid production better than for any 
other month in the company’s 57 years. 
New commercial business for six months 
increased 21.6 percent. June was “Un- 
known Agents’ Month,” agents being di- 
vided into classes based on _ previous 
average production, with prizes offered 
winners in all three classes and a silver 
cup to leading agency, awarded to the 
G. R. Schulte agency. 

Bankers Life, Neb. — Six-month in- 
crease 33 percent, June 11 percent. 

Occidental Life, Cal.—Six-month total 
exclusive of group $20,353,373, increase 
of 33% percent. Mortality ratio 40.2 per- 
cent for six months compared to 54.4 in 
1933. 

Chester O. Fischer, St. Louis, Massa- 
chusetts Mutual Life—In special ten-day 
drive 94 applications for $770,000 pro- 
duced. 

Mark S. Trueblood, Los Angeles, Union 
Central Life—Six-month paid business 
$1,388,886, a 100 percent increase. 

H. L. Rogers, Indianapolis, Equitable 
Life of New York—Six-month increase 
72 percent. 

‘ R. H. Edmiston, Portland, Ore., Union 
Central Life—Six-month total $1,019,461, 
a 100 percent increase. 

M. C. Nelson, Des Moines, Equitable 
Life of New York—Six-month increase 
59 percent. 

Texas agency, Lincoln National Life— 
Six-month increase 59.7 percent. Lapse 
ratio decreased 25 percent. 

H. S. Standish, Los Angeles, Sun Life 
of Canada—Six-month increase 25 per- 
cent. 

H. G. Swanson, Chicago, New England 
Mutual—June production $400,000, 15 
percent increase; substantial increase 
for first six months. 

Liberty National Life—New business 
so far this year 32 percent above 1933. 

H. P. Gravengaard agency, New Eng- 
land Mutual, Toledo, Ohio.—In 1933 re- 
ported 15 percent increase in volume 
over 1932 and thus far is 30 percent 
ahead of last year. 








A. A. Dewar, Los Angeles manager of 
the Equitable Life of New York, has 
appointed S. I. Snortum as_ assistant 









Negro Association Holds 
Annual Parley in Richmond 































































Members of the National Negro In- 
surance Association are attending the 
annual convention at Richmond, Va, fF .. 
this week. The meeting was called to [ey whic! 
order Wednesday by E. M. Martin, At- matu 


lanta Life, president of the association, Ta 
Annual reports were given and commit- prom 
tees were appointed. comp 

In the afternoon session, W. J. Ken- satisf 
nedy, Jr., North Carolina Mutual, led prove 
the discussion on mortgages; Harry H, cepta 
Pace, Supreme Liberty Life, on real es- usual 
tate. Representatives of the Atlanta Life new 
led the discussion on bonds. pany 

At a public meeting Wednesday night, partn 
Insurance Superintendent Bowles of annot 
Virginia spoke and Wilson M. Brooks, leads 
president of the Richmond association, = 


talked on “The Ethics of the Business,” 
View Problems 


Thursday morning there was discus- 
sion on “Meeting the Problems of the 
Depression,” led by John E. Hall, South- 
ern Aid Society of Virginia, and C. B. 
Nichols, Pilgrim Health & Life. G. N. 
Branche, Richmond Beneficial, discussed 
the problem in the accident and health 
field, and A. P. Bentley, Supreme Lib- 
erty Life, spoke on the ordinary life 
angle. The afternoon session was given 
over to conferences and the subject 
“Tdeas That Have Been Productive for 
My Company in 1933-34,” was discussed 
both from the executive and agency 
point of view. 

The morning session Friday will be 
given over to committee meetings and 
a discussion on “Government Agencies 
for Recovery: Their Effect upon Our 
Constituents’—(1) National Recovery 
Administrations: Is an NRA Code for 
the National Negro Insurance Associa- 
tion Advisable? (2) Federal Emergency 
Housing Corporation, (a) Slum Clear- 
ance, (b) Loans for Home Repairs; (3) 
CWES; (4) Federal Homestead Sub- 
sistence Corporation; (5) CWA; (6) 
AAA. Aaron Day, Pilgrim Health & 
Life, will lead the discussion on the ef- 
fects in rural communities and Wylie 
Hall, Southern Aid Society, from the 
point of view of urban centers. 


Career of E. Miller France 


E. Miller France, who is retiring as 





general agent in Cleveland for the State B™ 

Mutual Life, and will become general B= the v 
agent emeritus, was reared on a farm JR] was , 
near Philadelphia. At the age of 18, BR of th 
he studied telegraphy in one of the block JR) some 
signal towers of the Pennsylvania rail- > were 
road. In six months, he passed exam- man ; 
inations and was given an appointment duced 
by that company. Before he ended six with ; 


years of this service he was traveling [RY Joh: 


day operator and dispatcher, relieving agenc’ 
men for one day each two weeks at ing tl 
junctions. During this period, he com- those 


pleted a course in shorthand and type JR group 
writing and then spent three years 9 Be 
night courses at Pierce School in Phila 
delphia, from which he was graduated. 
He then became an accountant which 
led to his election as secretary of a large 
national corporation with headquarters 
in Chicago. ! 
In 1896 he entered the life business 
in Indiana. Two years later he was 
appointed general agent of the Connecti 
cut Mutual in Cleveland. He held this 
appointment for almost seven yeas 
when he was appointed general agett 
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of the State Mutual 29 years ago. percen 
Being relieved of executive respons and ] 
bilities does not mean that he is tot (He only « 
tire from active life insurance work. “S [Ry cent i 
general agent emeritus, he expects to ductio 
have more selective duties and a great’ HRP Edy 
freedom. He was never in better health on “} 
and he expects to maintain a lively * some 
terest in all that is going on. tions, 
Prospe 

‘ and k 

agency manager. Mr. Snortum hove the p 
formerly field instructor for the weste! himse 
division of the Equitable for sevé M_ 


nnecté 
t. Pauh 





years, prior to which he was cO 
with the Klingman agency at § 
Minn., in a similar capacity. 
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Northwestern Has 
Large Gathering 








n- 
he (CONTINUED FROM PAGE 3) 
a Be which already has had such contracts 
oF maturing at age 60 and at age 65. 
it; Fe Talking at length on the new sales 
ian promotion and advertising plans of the 
- company, Mr. Hill said the consistent, 
© catisfactory gains in new business have 
4 proven beyond all doubt the splendid ac- 
ed ceptance and the effective use with un- 
H. usual results by the agents with these 
“2 new selling tools, provided by the com- 
fe pany through the sales promotion de- 
Ht partment of the agency division. He 


7 announced that over 21,000 prospects or 
* leads have been distributed to the field 
force as a, result of the sales promotion 


™ activities, combined with the national 
‘i © advertising campaign. : 
> On the subject of there being too 
‘}many agents in life insurance selling, 
ss BF Sagents in name only, agents who are 


not productive and who consider them- 
selves in the business merely because 
7 they have a contract to write life insur- 
ance, Mr. Hill gave some time to a 
discussion of the evils of the aimless 
type of agent. 

Must Elevate Standards 





“The standards of life insurance sell- 
ing in this country must be elevated,” 
Mr. Hill stated, “and it is a problem 
that cannot be solved by the better type 
"of agents but by the general agents and 
"the companies themselves. The ambi- 
‘tionless, aimless agent costs his com- 
pany as much to license as does the 
consistent producer—costs his general 
agent a definite amount of overhead ex- 
pense—is a depressing influence on the 
older agents—and is certainly not a 
good example for the new agents who 
"are serious about carrying on a career 
_ for themselves in the life insurance busi- 
ness, And, perhaps most important of 
all,” Mr. Hill emphasized, “in the eyes 
of the public the aimless type of agent 
"is not a happy reflection of his agency, 
= his company, or the life insurance busi- 

ness.” 

Chapman Directs Clinics 


©) A sales clinic was one of the features 
' of the meeting. It was directed by Wil- 
| liam R. Chapman, assistant director of 
| agencies and in charge of sales promo- 
- tion. Fifteen field men were called upon 
> to tell what they are actually doing with 
>the various new selling tools as each 
~ Was pictured and discussed. Each part 
© of the sales material in use and later 
» some of the new material just prepared 
| were thrown on a screen. Mr. Chap- 
' man supplied the continuity and intro- 
duced each speaker on a special platform 





eee 


ix fF with a spotlight. 
ng @ John J. Hughes, assistant director of 
ng # agencies, presented the prizes won dur- 


Names of 
in various 


at > ing the past agents’ year. 
‘those who had qualified 


pe | stoups were also announced. 

m — A quiz of prize-winning agents was 
- conducted by A. D. Fogarty, Des 
ed. > Moines, who himself has a record of 11 


years of consecutive weekly production. 
E Among those participating in answering 
| duestions put with the view of giving 
the other agents present new and prac- 
» tical ideas on certain sales problems, 
p Were Herman Fricke, Omaha, president 
) of the Marathon Club with 223 lives to 





“ : - credit during the past year; Thomas 
ot a. Carpenter, New York City, leader 
, F in the silver button division with a 114 
ji Percent increase and paying for $824,610, 
, » and John O. Todd, Minneapolis, the 


a — gold button winner with a 7.4 per- 
> “nt increase and $307,295 paid- - 
to ea $307,295 paid-for pro 
: Edwin Lillis, Erie, Pa., in speaking 
aa. Keeping on the Track,” revealed 

: rsa of his best actual sales presenta- 
Ons. He said that by keeping the 
ee on the subject of life insurance 
nd keeping him talking long enough, 






in that period a total of $6,500,000 of 
business, told “How I Win the Farmer, 
Sell Him, and Keep His Business.” His 
actual stories of how he sells showed 
that real selling consists in permitting 
the buyer to enjoy the discovery of 
why he should buy. 

At the special session for agents 
from large centers F. N. Tornow, Buf- 
falo, talked on “How I Prospect.” “It 
seems to me that where some salesmen 
fall down,” Mr. Tornow said, “is that 
they expect too much at once. Most 
of them know where to go to find people 
who will like them and listen to them, 
but none of their plans promise to pay 
this week. They want immediate re- 
an so they don’t plan for the long 
pull.” 


Report on Test Campaign 


At the meeting for agents from small 
centers, C. W. Arnold, Wellsville, O., 
winner of the nation-wide family income 
contest, related stories in selling, based 
on the case method. The company’s 
rural campaign was discussed and a 
composite report was made of the test 
campaign conducted by five district 
agencies in three states. 

Edmund Fitzgerald, vice-president of 
the company, was toastmaster at the an- 
nual banquet tendered the visiting 
agents and their ladies by the company. 
The principal speaker was Dr. A 
Stockdale, pastor First Congregational 
Church, Washington, D. C. 

Percy H. Evans, vice-president and 
actuary, on behalf of the general agents 
association, presented to the trustees a 
portrait of President M. J. Cleary. 

Several entertaining skits featured the 
program and brought out a number of 
pertinent sales pointers. 

At the annual meeting of the Char- 
tered Life Underwriters of the North- 
western Mutual, with 54 in attendance, 
the principal address was by Grant L. 
Hill, director of agencies. These officers 
were elected: Harold Kaufmann, Minne- 
apolis, president; Arthur Miller, St. 
Louis, vice-president; J. R. Mage, Los 
Angeles, secretary-treasurer. 

A special business session was ar- 
ranged for Northwestern women. The 
them was “Are You Interested in the 
Life Insurance Business?” Mrs. Nathan 
Burgheim, St. Louis, presided. Mrs. 





Companies Ready 
to Resist Big Tax 





(CONTINUED FROM PAGE 3) 


Local counsel for one of the agen- 
cies, who formerly was an assistant 
state’s attorney in Chicago in charge of 
the tax collection work, expressed opin- 
ion that the assessment would be beaten 
before the board of appeals without re- 
course to court. 


Attitude of Local Managers 


Managers of branch offices several 
weeks ago when they heard of the con- 
templated move of the assessor got in 
touch with their home offices. The gen- 
eral agents, however, took the stand 
they were not agents of their companies 
for service of such notices. They have 
for the most part turned the notices 
over to their home offices. The Life 
Presidents Association sent out a bul- 
letin advising agency heads where to 
refer their individual cases in Chicago. 

The assessment notices gave no final 
date for payment of the tax. Under nor- 
mal procedure of the assessor’s office 
there will be a latitude of a month or 
more, but then if the tax is not paid 
agencies will be notified that on a cer- 
tain date the state’s attorney will appear 
in court to ask for judgments. 


Probable Course of Companies 


The printed lists of assessments are 
expected to be sent out within the next 
ten days to two weeks. Ten days then 
are permitted for filing complaints with 
the county board of tax appeals, when 
companies will be entitled to hearing. 
It is understood that the board desires 
to clear up the cases by the last of 
August, but hearing may not be held 
before late in September. 

Counsel for companies are preparing 
objections. There is the possibility that 
a company will be selected to carry on 
a test case by seeking injunction to re- 








Daisy E. Bagwell, Atlanta, spoke on 
“Why I Like to Write Life Insurance,” 
and Mrs. John S. Marsh, Cleveland on 
“Keep Him on the Track.” 








Boston Starts Campaign 
for National Convention 





BOSTON, July 26.—An active 
campaign has buen launched to 
insure the holding of the 1935 con- 
vention of the National Associa- 
tion of Life Underwriters in Bos- 
ton. Local men already have un- 
derwritten a fund of $5,000 and 
the Boston Life Underwriters As- 
sociation is this week sending out 
an appeal for additional funds with 
which to make the proposed con- 
vention an unqualified success. 











strain the assessor from spreading the 
assessment on the rolls, or to forbid col- 
lecting the tax. Counsel for the com- 
panies feel the effort to collect the tax 
is dangerous, in that unless it is beaten 
before the assessment is spread, the ma- 
chinery of government routine will be- 
gin to grind and the companies will 
have difficulty in avoiding payment. The 
best opportunity, it is felt, is before the 
appeals board. They are prepared, how- 
ever to carry the case to the S 
Supreme Court. 

The main line of defense will be that 
the funds sought to be taxed are not 
now in Cook county, but at the home 
offices and invested elsewhere. However, 
the arbitrary valuation method also 
probably will be challenged. Another 
point is that the funds belong to pol- 
icyholders and not to companies, gen- 
eral agents or managers. 

Such defense may not exactly fit the 
theory which the assessor’s office has 
evolved. This is that there is an asset 
value to a life company in its insurance 
in force, one measure of which is the 
approximately $10 per $1,000 which a 
reinsuring company is willing to pay. 
The theory attempts to dodge applica- 
tion of tax against cash value. 

The assessor has arbitrarily assumed 
that 60 percent of all companies’ busi- 
ness is in Cook county and subject to 
tax. The tax is being fought on the gen- 
eral grounds that there is no legal basis 
for it. 









““Check These Points” 


= 


children 


participating and non-participating — non-medical 


under $3,000 


standard and sub-standard 

policies registered with State Insurance Department 

3 Year Term, participating, renewable, $10.97 at age 
30 


children's insurance 





of Field Features. 





SAINT LOUIS 





rn the prospect will sooner or later sell 

ral himself. 

af Phas F. Schwinn, Beaver Dam, Wis., 

ul, rid 33 years a successful agent in a 
ming area, and who has produced 









Write Agency Dept. for your copy 
Desirable terri- 


tory available in Mo., Ark., Okla., 
Nebr., Utah, Wyo., Fla., Calif., and 
Texas.. 





salary allotment 


double indemnity 


surgical benefit 


Central States Life Insurance Company 
GEORGE GRAHAM, President 


$10 a month disability 


| day to 65 years, age coverage; men, women, and 


optional retirement income 


$100 check, part of every policy, negotiable at death 
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Practical and prof- 
itable—our Salary 
Extension Plan is 
putting the Sum- 
mer Slump to rout. 


TOLLICA 


We have desirable 
openings for Agen- 
cies. Operating in: 
California, Illinois, 
lowa, Michigan, Min- 
nesota, Ohio, Oregon, 
South Dakota, Wash- 


ington and Wisconsin. 


~ 
O 


The Old Line Life Insurance Co. of America 


Milwaukee Wisconsin 


Life Accident Health 











Opportunity for Managers 


in 
Desirable Territory 


FoR qualified men there is a liberal and profit- 
able manager’s contract. The men chosen will 
work under the direct supervision and assistance 
of the Home Office. They will be given every pos- 
sible help to insure their success with this strong 
30 year old company. 


This company writes all complete and modern 
forms of life insurance at a low net cost. Policies 
include participating, non-participating, disability 
and double indemnity. 


If you are interested in a manager’s contract that 
offers a real opportunity write 


S. M. Cross, President 


Columbia Life Insurance Co. 
Cincinnati, Ohio 


—, 
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LIFE COMPANIES’ HALF-YEAR FIGURES 








New Paid Business 


Le, 


Inc. or Dec. Ins. in 


First Six Months Force for Six Months 

— _ . 1933 

$ 
usiness Men’s Assurance.......... 13,756,445 11,396,245 3,491,523 —2,541,739 
Gearon RE ooo at wiclne ine as <al6nirie crs 773,3 515,906 565,433 361,169 
Great Northwest Life ...........+-- 1,580,01 1,271,108 690,676 449,949 
Massachusetts Mutual .........-..- 63,231,535 76,049,900 ...... eee 
Mass. Protective Life ..........+... 3,480,341 2,388,639 1,640,555 —360,914 
Midwest Life, Neb. ..........- 1,529,989 652,048 99,671 —1,248 349 
Paul Revere Life ............. 2,648,397 1,521,284 1,616,775 512,534 
Peoples Life, Ind. ........-eeeeeeees 3,422,640 ,297,459 —635,599 2,230,354 
Shenandoah Life ........seseeeeeee 10,567,961 16,523,608 2,339,939 6,453,153 
Southeastern Life, S. C...........-- 5,283,222 5,267,013 ,293 —B58,899 
Washington National .......+seeeee 2,281,728 1,549,110 854,779 703,729 








Sales Problems of Present 
Day Viewed at Convention 





(CONTINUED FROM PAGE 6) 


we render currently, the more often we 
are going to have the opportunity to 
advise with our clients and in many 
instances write additional insurance. At 
least no one else will write the business, 
because we are their life insurance ad- 
visers. 

“With the public infinitely more in- 
terested in life insurance now than ever 
before and correspondingly less inter- 
ested in agents who are selling life in- 
surance, it behooves us to render serv- 
ice intelligently to our clients, so that 
we may be able to reap the business 
which will naturally result from the 
people who think more favorably of life 
insurance than ever before, but who are 
inclined to choose their agent and com- 
pany more carefully than they did in 
the past. 

“It seems to me that the paramount 
consideration for us to give this busi- 
ness is the service which we may ren- 
der to our policyholders, to the end that 
we may be more successful life insur- 
ance agents.” , 

In “That They May Not Die Poor,” 
J. T. Gallagher, superintendent of claims, 
said that in this most strenuous of ages 
most fathers and heads of families have 
the urge to work out their financial sal- 
vation so “that they may not die poor.” 
In the life of every man—particularly 
in that of the man with growing chil- 
dren that, at least subconsciously, is an 
ever-present thought. 

“With all respect and gratitude to the 
builders of America’s great scheme of 
social work, to my mind there is an- 
other group comprising the most mag- 
nificent social organization ever dreamed 
of—and that organization, that profes- 
sion is known as the life underwriters 
of America. I know that with most 
underwriters the persistent urge, the 
motivating impulse that drives them on 
and on, in clear and stormy weather, is 
not alone pecuniary reward, but also the 
resolution that this father or that father 
must not die poor.” 

Fred N. Tornow, Buffalo, speaking 
Tuesday at the session for agents from 
large centers on “How I Prospect,” told 
of his experience, before he entered the 
‘business, with insurance men who called 
on him and who had absolutely no ideas 
of value to offer. 

“The first thing I made up my mind 
about,” he said, “was that I would con- 
duct myself in such a way that people 
would not look upon me as a person to 
avoid. I decided I would not mention 
life insurance to anyone I met on the 
street, for I felt that whenever I had 
anything to say to a man about his in- 
surance I should go to his home or of- 
fice and talk to him in a business-like 
way. I also decided that I would talk to 
a man about his insurance on a program 
basis; that I would try to give a man 
the best service I could. 

“My first prospect list comprised peo- 
ple whom I knew fairly well but I also 
did a lot of cold canvassing at that time. 
I believe that a certain amount of cold 
canvassing on an intelligent basis is cer- 
tainly very strengthening for an experi- 
enced man. Policyholders are always my 
best prospects. Other good sources of 
prospects are friends and acquaintances 











with whom I have some common con- 
tact which will allow me to see them 


Gala Rally Starts Franklin 
Life on Second Fifty Year; 


(CONTINUED FROM PAGE 8) 


short talks by President Merriam an( 
Supervisors W. C. Peck and W. J. Mc 
Gee, General Agents F. J. Budinger 
Chicago and Guy A. Cowden, Spring. 
field, Mo., and the closing talk by Vice. 
president Rollin Young. Mr. Young 
predicted that the Franklin will soon 
be writing business at the rate of 3 
to 35 million annually. He expects most 
of the company’s new agents to come 
in the future as a result of the recom. 
mendations of existing agents. 


Equitable Life Men Gather 
to Commemorate 75th Year 


(CONTINUED FROM PAGE 3) 


manger at Los Angeles, Sara Frances 
Jones of Chicago in behalf of the women 












delegates, and Gage E. Tarbell, senior B 


director. At the second session talks 
will be by President Parkinson, Vice- 
President Leon O. Fisher, Secretary 
William Alexander, W. M. Duff, man- 
ager at Pittsburgh, Dr. W. S. Bain 
bridge, director, and Vice-presidents F. 
L. Jones and W. J. Graham. At the 
closing dinner, Superintendent Van 
Schaick of New York, J. B. Moore, a di 
rector and a member of the Permanent 
Court of Arbitration, The Hague, and 
President Parkinson will speak. 


Forms New Business Bureau 


The National Guardian Life of Mati- 
son, Wis., has established a new bus: 
ness department under Paul F. Crane: 
field. The purpose of the department 
is to bring about greater intensification 
and unification of production effort. Mr. 
Cranefield joined the National Guardian 
shortly after the war. He has handled 
printing and advertising for 14 years 
and made all purchases. For the lat 
five years he has had the title of a 
sistant secretary. 


Editor of Journal Resigns 


William V. Sines, who has been edit- 
ing the agency paper of the Americal 
Central Life, has resigned his connec: 
tion with that company. 


James L. Rose, manager at Dallas for 
the Great National Life, was killed i 
an automobile accident in the highway 
near Buffalo, Tex. Mrs. Rose was St 
riously injured. ‘Cheir car struck a dead 
cow and overturned. They were 
route to Galveston for a visit with rela 
tives. Mr. Rose had been connecte 
with the Great National Life since 19%: 








upon an agreeable basis. It seems 
me that the most important job of @ 
insurance man is to be continually meet: 
ing new people on a favorable basis 4" 
showing a real interest in them. m 

“In the last company year I wrote * 
cases. To show where my_ busines 
comes from, of these cases there we 
25 on old policyholders, 18 on referté 
leads through policyholders and frien 
14 through club affiliations and activits* 
and two from my original mailing ® 





of 10 years ago.” 
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[New YORK NEWS 


CONSIDER EXCISE TAX UNFAIR 





General agents and managers in New 
York City, having protested without 
avail against the unfairness of the city’s 
emergency tax of one-twentieth of 1 
percent on all gross commissions above 
$15,000 received in 1933, will pay the 
tax, which is due Aug. 1, but probably 
most of those paying will do so under 
protest, which should be filed at the 
time payment is made. The tax is not 
an especially onerous one but falls most 
heavily on general agents whose main 
income is from commissions. Straight 
salaries received by managers are ex- 
empt. The injustice of the tax lies not 
only in its failure to discriminate be- 
tween gross and net commissions but 
also in the fact that in some cases the 
same money is taxed three times, by the 
city, first when the company pays the 
city tax; second, when the general agent 
pays his tax on the same premium, and 
third, a tax is paid by the soliciting 
agent where his commissions exceeded 
$15,000 in 1933. There are not many 
cases where the soliciting agent will be 
subject to tax, but in the case of a gen- 
eral agent, who must pay a tax based 
on gross commissions out of which he 
in turn pays overhead expenses and 
commissions to agents, he might be 
running at a loss and yet have to pay a 
considerable tax. 

ee 


URGES “LUMP SUM” VACATIONS 


After looking into the effect on sum- 
mer production of agents who take their 
vacations in prolonged week-ends rather 
than in a “lump sum,” a prominent New 
York City agency has found it far bet- 
ter for a man to take his vacation at 
one time than to string it out in week- 
ends. “When they go away Friday 
night and come back Tuesday morning, 
the rest of the week is disorganized,” 
the manager of the full-time men states. 
“It works out a lot better if an agent 
will decide how much of a vacation he 
can afford, and then take it all at once. 
If he takes long week-ends, it requires 
all day Tuesday to get back into the 
swing of business. He works Wednes- 
day, and by Thursday it is time to think 
about going away again. He thinks he 
isn’t using up any more time than if 
he took the time all at once, but it does 
a lot more harm to his work. Then, 
too, he isn’t getting the full benefit and 
relaxation from his vacation that he 
would if he took it all at once and got 
clear away from business for the whole 
period.” 


Cleveland Bar to Conduct 
Probe of Ohio Department 





CLEVELAND, July 26—A commit- 
tee has been appointed by the Cuyahoga 
County Bar Association to make a 
thorough investigation of the insurance 
Situation in Ohio, including the “method 
and manner in which the commissioner 
of insurance is conducting his office in 
Ohio under existing powers.” 

According to J. L. Stern, president of 
the bar association, the public of Ohio 
has been exploited and caused to suffer 
8teat losses as a result of improper reg- 
ulation of insurance companies. He 
urged that the committee suggest 
stricter legislation and otherwise de- 
termine how there can be a general 
housecleaning in the state. He said the 
committee must see that none but safe 
and bona fide insurance policies are 
sold in Ohio by reputably managed 
companies under competent supervision 





and discipline. He said this is a task 
of tremendous importance. Mr. Stern 
outlined the committee’s work as fol- 
lows: 

To investigate and report causes of 
the many failures of insurance companies 
doing business in Ohio, with resulting 
heavy losses to policyholders and 
creditors. 

To investigate and report what per- 
centage and classes of claims are being 
resisted and compromised by insurance 
companies and whether any companies 
make a habitual practice of contesting a 
large percentage of claims. 

To investigate all companies whose 
business consists primarily or largely of 
so-called industrial insurance and to 
ascertain whether the purchasers of 
such insurance receive adequate protec- 
tion and fair value for the premiums 
charged. 

To investigate the method and man- 
ner in which the commissioner of in- 
surance is conducting his office in Ohio 
under existing powers. 

To present recommendations for the 
enactment of a new insurance code, for 
consideration by the Ohio general as- 
sembly. 


Canadian C. L. U. Results 


Forty-eight Canadian agents are en- 
titled to use the designation “chartered 
life underwriter,” as the result of hav- 
ing completed the third year examina- 
tion held last April, the Life Under- 
writers Association of Canada an- 
nounces. Four agents completed the 
third year final examination but have 
not yet qualified in other respects for 
the C. L. U. designation. Thirty-seven 
candidates successfully passed the sec- 
ond year examination. Sixty-five suc- 
cessfully passed the first year examina- 
tion. 


Shaw Heads New Department 


Russell, Fairfield & Ellis of Boston 
have opened a life department, becom- 
ing general agents for the Travelers. 
B. M. Shaw, Jr., will be manager of the 
department. He was with the Travel- 
ers in Binghamton, N. Y., later with the 
Equitable Life in Boston and more re- 
cently with the Massachusetts Mutual 
in Boston. In 1929 he wrote $1,500,000 
for the Equitable. 








Peoria Man Boomed for 
Higher Association Job 











LESTER 0O. SCHRIVER 


The Life Underwriters Association of 
Peoria, Ill., is putting on a campaign in 
behalf of Lester O. Schriver of that city 
for the position of vice-president of the 
National Association of Life Under- 
writers. Mr. Schriver is now second 
vice-president of the association. He 
is general agent for the Aetna Life in 
Peoria. The Peoria association is 
sending a campaign circular to all of the 
local associations and has submitted his 
name to the nominating committee. The 
first vice-president of the association, 
A. S. Holman of San Francisco, re- 
cently announced that he would not be 
a candidate for national office this year. 

The Peoria association states it was 
prepared to support Mr. Holman for 
vice-president, but due to his withdrawal 
it is throwing its strength behind Mr. 
Schriver. Some of the events in Mr. 
Schriver’s career are cited. At the 1933 
national convention he was chairman of 
the program committee. He has always 
been active in association affairs and has 





addressed more than 100 local associa- 
tions and sales congresses. He is a 
graduate of Syracuse University. He 
started in the insurance business in Mid- 
dletown, Conn. He was elected direc- 
tor of education of the Aetna Life and 
later made superintendent of agencies 
at the home office. In 1929 he was ap- 
pointed general agent at Peoria. 


Tax Board Defines Interest 
on Properties Taken Over 





WASHINGTON, July 26—Rulings 
of considerable importance to insurance 
companies that have been forced to 
take over mortgaged properties were 
handed down by the United States 
board of tax appeals in passing on an 
appeal of the American Central Life 
from deficiency assessments exceeding 
$23,800, imposed by tha commissioner of 
internal revenue for 1925, 1926, 1928 and 
1929. 

The board held that interest was not 
derived by an insurance company on 
loans when the mortgaged property 
was acquired by foreclosure for a bid 
price no larger than the principal of the 
loan. When the bid exceeded the prin- 
cipal, costs and taxes, however, the ex- 
cess was held taxable as interest. The 
same was held as to property acquired 
by voluntary deeds. 

The board again passed on deductions 
permissible to a company occupying 
space in its own building, holding that 
the statutory rental value of such space 
must be included in gross income as a 
condition to the deduction of taxes and 
expenses, and that failure to include it 
prevents such deduction. 

An “insured’s personal benefit fund” 
consisting of contributions by policy- 
holders with fixed interest contributed 
by the insurance company, the fund to 
be distributed among the surviving per- 
sistent policyholders as provided by the 
insurance policy, sanctioned and re- 
quired by state law and regulation, was 
held to be a “reserve required by law” 
under the various revenue acts, as were 
premium reduction coupon policy re- 
serves. 


The Columbia Accident & Health has 
been incorporated in Lincoln, Neb., under 
the assessment laws of Nebraska to 
write accident and health insurance. 








Angus O. Swink 
President 


Atlantic Reports Good Half Year 


Important Gains Recorded in First 6 Months of 1934 


“Plus” Gains 
New Agency Paid Business......... 364% 
Rentals from Properties............ 47% 
“Minus” Gains 


Ratio Actual to Expected Mortality... 11% 
Losses on Disability........... 
Reduction in Policy Loans Made...... 52% 


The figures above give definite indication of improvement in gen- 
eral conditions as reflected in this Company’s operations. 


Atlantic Life Insurance Co. 


RICHMOND, VIRGINIA 


ware 


William H. Harrison 
Vice-Pres. & Supt. of Agencies 














STRONG 
PROGRESSIVE 


EXPERIENCED 


Representatives desired in MISSOURI, ILLINOIS AND KANSAS TERRITORY 


Over Three-Quarters of a Century of Successful Underwriting 


————— 


Our Guarantee for the Future 


©Si. Louis Mutual Life Ins. Co. 


St. Louis, Missouri 
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Insurance, As Property, Comes Into Its Own 


To cet the true life insurance picture 
of the present all one has to do is to 
look at the history of the business and 
its record year by year. This historic 
record not only gives confidence in life 
insurance itself but in our so-called 
American institutions which are sup- 
posed to ke more or less in jeopardy 
because of what the new deal may bring 
forth. 

The position of life insurance before 
the public is undoubtedly that if people 
had the money they would buy it; which 
is to.say that the public generally is 
sold on the principle and soundness of 
the institution. This is not to say that 
many improvements are not in pros- 
pect, because inevitably waste, extrava- 
gance and inefficiency must be weeded 
out and minimized to the last possible 
degree; the aim must ever be the great- 
est value possible per dollar of premium. 

It might almost be said that the pub- 
lic has not been thoroughly sold on the 
idea of life insurance until the present 
time. The depression proved its eco- 
nomic advantages for certain purposes 
beyond a doubt and the depression also 
uncovered certain weaknesses in the 
system, such for instance as the need 
for scientific, diversified investment and 
the danger of unlimited full reserve cash 
values or forms of annuity and the pro- 
portion of funds allowed to be left on 
deposit with the company, subject to 


unlimited and immediate cash with- 
drawal. 

Along the line of the historic develop- 
ment of the business we recall that at 
the time of the ARMSTRONG investigation 
in 1907, from which modern life insur- 
ance dates, there was a well-defined fear 
in even the highest quarters that the 
elimination of the tontine or the semi- 
tontine policy, brought about by the 
ARMSTRONG investigation, would prove to 
be a death blow to life insurance, for 
the reason, as naively stated, that with- 
out the gambling or speculative element 
people could not be induced to buy. It 
seems ridiculous at this stage that such 
an idea could be generally held but it 
certainly did prevail at least to some 
extent. Today, life insurance is the 
antithesis of speculation. It is regarded 
as the most conservative of all invest- 
ments, the cornerstone of any well 
built estate, either large or small. Life 
insurance as property has come into its 
own, finally and permanently. It is the 
prop of the poor man who cannot hope 
to create an estate and protection for 
his family by other means; and likewise 
of the well-to-do who feel that if all 
their other investments should go there 
would at least be enough life insurance 
to provide a living income. That is the 
enviable position to which life insurance 
has attained within a quarter of a cen- 
tury. 


Brokerage Business Picks Up 


BROKERAGE business, the pampered fav- 
orite of the boom era and the first vic- 
tim of the depression, has been show- 
ing signs of convalescence in the last 
few months. In one large office in 
New York City the premiums for full- 


time and brokerage business were 
within $100 to being identical for 
June. In another leading agency one 


of the most active brokerage supervis- 
ors brought in more business in June 
than in all the four summer months of 
last year, and at his present rate should 
do 50 percent better than that for the 
month of July. 

Like a rise in the auto death curve 
and the marriage rate, the increase in 





brokerage business can be taken as a 
pretty sure increase of improvement in 
general business conditions, and an even 
more certain indication of bettered life 
insurance selling conditions, for brokers 
as a class tend to sell those who are 
in the market for life insurance rather 
than go out and create the market as 
the more aggressive full-time men do. 
True, the brokerage case now runs 
around $5,000 or $10,000 where $25,000 
and $50,000 were not uncommon in the 
pre-depression period, but number of ap- 
plications rather than volume is the 
style today, and besides, the smaller 
case is usually easier to get past the 
underwriting department. 





PERSONAL SIDE OF BUSINESS 








Fred S. Murphy, special agent for the 
New England Mutual Life in Des 
Moines, died at his home, of a heart ail- 
ment. He had been in ill health for 
several months. He has held the posi- 
tions of superintendent of agents in the 
Des Moines agency and district agent at 
Fort Dodge. 

C. S. Russell, 45, treasurer Southern 
Life & Health of Birmingham, died at 
his home there after a short illness. 


Janet Flanigan, daughter of J. E. 
Flanigan, New York City manager for 
the Bankers Life of Des Moines, has 
been awarded a scholarship, giving her 
a year’s study abroad, at Tours and the 
Sorbonne in Paris. The scholarship 
was awarded upon the completion of 
her first year at Vassar. 


H. S. Mead, who is associated with 
Merritt Mason in the Mead & Mason 
general agency of the Northwestern 
Mutual Life at Toledo, was tendered a 
testimonial luncheon on the occasion of 
his completing 30 years in the service 
of that company. He was presented with 
62 applications for $148,000 of business. 
R. E. Powless, Fremont, O., turned in 
14 applications for $27,000. J. B. Saw- 
yer, special agent, was chairman of the 
meeting. Addresses were made by Mr. 
Mason, R. K. Davies of Findlay, O., 
Mr. Powless and C. S. Beck of Toledo. 

H. E. Wirth, life insurance general 
agent of Medford, Ore., has been nomi- 
nated as an independent candidate for 
governor of Oregon. 


Winthrop S. Judkins, Lowell, Mass., 
agent of the State Mutual Life, has just 
completed 500 weeks of consecutive pro- 
duction. Mr. Judkins, who joined the 
State Mutual in 1922, is a charter mem- 
ber of the weekly producers’ club, and 
his record dates back farther than the 
time when the club was founded. He 
was No. 2 in lives insured for 1933, and 
several years has won first place. Mrs. 
Aljean S. Mendel of the Louisville 
agency has just been awarded the prize 
offered by State Mutual for 52 weeks 
of consecutive production. 


H. L. Rogers, Indianapolis agency 
manager Equitable Life of New York, 
and his family are making a tour of the 
east following the Diamond Jubilee cele- 
bration in New York. They will include 
West Point, Albany, Boston, Portland, 
Quebec and Montreal in their itinerary. 

Victor M. Stamm, home office general 
agent of the Northwestern Mutual Life, 
entertained his agency force and the 
executives of the company’s agency de- 
partment at an all-day outing. Grant L. 
Hill, director of agencies, was the guest 
of honor. 

L. V. Freudberg, Washington, D. C., 
was guest of honor at a luncheon ob- 
serving his 20 years of service with the 
Massachusetts Mutual Life, J. F. 
Cremen, general agent, being host. Mr. 
Freudberg is a member of the Million 
Dollar Round Table of the National As- 
sociation of Life Underwriters and dur- 
ing his 20 years in the insurance busi- 
ness has paid for $8,000,000 life insur- 
ance. W. M. Benton, superintendent of 
agents from the home office, presented 
Mr. Freudberg with a service pin. 

A. G. Gabriel, Detroit general agent 
Midland Mutual Life and former actu- 
ary, has been appointed actuarial mem- 
ber of the city pension committee by 
Mayor Frank Couzens, succeeding A. T. 
Lehman, who resigned to become con- 
troller and assistant actuary of the 
Union Mutual of Maine. 


Alex J. Groesbeck, president of the 
Michigan Life and governor of Michigan 
from 1921 to 1927, has announced his 





—y 
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candidacy for governor on the Republi. 
can ticket. 


_ Ef 

Arthur Jones, former vice-president 
and general counsel for the Michigan 
State Life, died at the age of 73 years, 

When asked, “How’s business?” men : 
in the Jay L. Lee agency of the Phoenix B sta 
Mutual in Buffalo, hand the inquirer , cil, 
little slip of paper, on which is printed Ut 
the following: “Our Buffalo new bug. anc 
ness by June 25, 1934, exceeded that of anc 
the entire year of 1933. This without as 
any increase in personnel. We can adi [sta 


one man.” 


M. C. Nelson, state agent Equitable 
Life of New York, and Dr. T. C. Denny, 
former president Central Life of Iowa, 
are members of the DesMoines trafic 
safety council. 


G. H. Page, Los Angeles manager 
California-Western States Life, was 
presented a fine electric clock by men- 
bers of his agency force on his 18th an- 
niversary as manager of the agency. 


C. D. Kipp, retired Salt Lake City 
manager of the Prudential, died at Glen- 
dale, Cal. He served as Salt Lake City 
manager for 20 years and was proni- 
nent in life association circles, moving 
to California a year ago. He was bom 
in Wisconsin and assumed charge of 
the local branch of the Prudential in 
1910. 





George L. Hunt, agency vice-presi- § 
dent, H. M. Frost, chief medical direc- 
tor; M. P. Capen, assistant secretary, 
and H. G. Swanson, Chicago general 
agent of the New England Mutual Life, 
have just returned from a three weeks’ 
salmon fishing trip in New Brunswick. 


J. W. Elgin, who retired recently a 
general agent of the Mutual Benefit 
Life at Maysville, Ky., was recently 
married to Dr. Ella Y. Hicks of Mays- 
ville. 


F. P. Ebertz, general agent National 
Life of Vermont, San Francisco, has re 
turned to his office following an opera 
tion for appendicitis. Accompanied by 
Mrs. Ebertz, he will leave for the east 
early next month for an extended trip, 
during which he will attend the annual 
convention of kis company in Mont: 
pelier. They will return via the Panama 
Canal. 





Her many insurance acquaintances aft 
extending felicitations to Mrs. Lawrence 
Church, nee Evelyn Jennings, who be 
came the bride the past week of a young 
Battle Creek hotel man. Mrs. Church 
is secretary to J..E. Reault, actuary all 
chief examiner of the Michigan depatt 
ment, and in that capacity has met 4 
large number of company executives 
agents and others affiliated with tt 
business. 


——_—— 





Beneficiaries’ Letters 
Reprinted in a Booklet 





The letters from beneficiaries 
in The National Underwriters 
Life Payments Number have at- 
tracted much attention because of 
their forceful sincerity. To enable 
agents and companies to use thesé 
letters in soliciting new business 
and in conservation work, The 
National Underwriter has decided 
to reprint a number of the best 
letters in a 16 page booklet. Thos? 
interested in securing copies 
should write to The National Un- 













derwriter, A-1946 Insurance 2% Un 
change, Chicago, for prices. If 4 the 
sample is wanted send 10 cents in ager 
stamps. wit! 
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Utah Code “Only Temporary” 





Efforts Toward Securing Permanent 
Insurance Legislation to Be Made 
in Next Session 





SALT LAKE CITY, July 26.—In a 
statement by the Utah Insurance Coun- 
cil, the administrative authority for the 
Utah insurance code, with the consent 
and approval of E. A. Smith, Jr., insur- 
ance commissioner, the code is described 
as “but a temporary arrangement.” The 
statement says further: 

“We believe that by united efforts 
much progress can be made in the next 
few months toward a permanent law 
governing agency practices and toward 
securing for our state department of 
insurance the facilities which are needed 
-» and which are paid for through fees but 
~ have not as yet been obtained. Cer- 





ager f tainly our insurance department is en- 
wa — titled to use, for the supervision of our 
em f= business, the fees which are paid for 
ar: f— that purpose.” 


When the legislature meets next Jan- 
uary a bill or bills will be introduced 
to secure the insurance reforms re- 
garded as necessary. 








- 

ity f The council, in the same statement, 
mi- e declared open war on “the part-time 
ving F  ‘side-liner,’ the rebater and twister, the 
Dorn ey single-case grabber, the man whose in- 


surance work is simply an ‘extra-money’ 
connection, because his main activity 
brings him opportunities to place in- 
surance; the poorly equipped and un- 
trained man, the man whose situation 
makes coercion the rule rather than the 
exception, the man who is unprincipled 
and dishonest.” 

_So far this year 179 applications for 
licenses have been turned down by the 
department, 58 for life insurance and 
121 for fire and casualty, and it is in- 
dicated that this is only a beginning. 


Court Exonerates McKennon 


SEATTLE, July 26—Floyd McKen- 
non, general agent of the Guarantee Mu- 
tual Life of Omaha in Washington, was 
declared not guilty of any intentional 
violation of the insurance statutes by 

















Superior Judge Wright. Mr. McKen- 
east non and six associates more than a 
trip, month ago were cited by Commissioner 





Sullivan, charged with illegal practices. 





All but McKennon were exonerated by 
the commissioner at a hearing here, but 
the commissioner held McKennon guilty 
of rebating and his license was canceled. 

Evidence produced at the hearing 
showed that McKennon had accepted 
a check for $40 less than the premium in 
payment of a first premium but his con- 
tention and also the evidence of wit- 
nesses was to the effect that the differ- 
ence was due to a mistake of $80 made 
in figuring the premium. This sum Mc- 
Kennon and the insured split between 
them as a fair way to correct the mis- 
take. This view of the matter is taken 
by the superior court. 


Wyoming Fee Increased 


The fee for statutory publication of 
certificates of authority in Wyoming has 
been increased from $20 to $30. J. H. 
Doyle, general counsel for the Na- 
tional Board, who is vacationing in Colo- 
rado, expects to. go to Cheyenne this 
week to confer with the insurance com- 
missioner about this extra charge. The 
well known NRA is given as the excuse 
for the increase. Wyoming requires each 
company to publish once in two news- 
papers a copy of the certificate of au- 
thority. By common consent the insur- 
ance commissioner has selected the 
papers and charged each company $20. 








Webster Agency Increases 


An increase of 100 percent in paid 
business of the San Francisco agency of 
the Union Central Life under manager 
G. E. Webster is reported for the first 
six months. The six-month total ex- 
ceeded the paid production for all of 
1933. Actively assisting Mr. Webster is 
Donald Lamar, agency supervisor. Mr. 
Lamar, who was formerly vice-president 
of a bank in New York, came to San 
Francisco about three and a half years 
ago and entered the agency of the Penn 
Mutual Life. He became affiliated with 
Mr. Webster in 1933. Indications are 
that Joseph Enzensperger of the Web- 
ster agency will again register as lead- 
ing producer for the Union Central, hav- 
ing paid for approximately half a mil- 
lion in the first six months. 





Frank W. Bland, Pacific Coast mana- 
ger of The National Underwriter, ad- 
dressed the F. B. Alldredge agency of 





the Occidental Life at San Francisco on 
“Prospecting.” 





Company Men on Milwaukee Card 








JAMES LEE LOOMIS 
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T. M. SIMMONS 


Two of the speakers at the annual meeting of the National Association of Life 
nderwriters in Milwaukee Sept. 24-28 will be James Lee Loomis, president of 
the Connecticut Mutual Life, and T. M. Simmons, manager of United States 
agencies of the Pan-American Life. An outstanding program has been prepared, 
with leaders from both company and agency ranks scheduled to appear. 





Massachusetts Mutual 
a synonym for 
quality and excellence 


in 
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MASSACHUSETTS MUTUAL LIFE 
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“AS FAITHFUL AS OLD FAITHFUL 
g 


THE ONLY ILLINOIS MUTUAL FULL LEVEL 
PREMIUM RESERVES COMPANY AND ONE OF 


24 SUCH COMPANIES IN THE UNITED STATES. 


What desirable general agency openings in a purely 
mutual full level premium reserves company are avail- 


able? Twenty years ago there were many and those 


Maine 

New Hampshire 
Vermont 
Massachusetts 
Rhode Island 
Connecticut 





who saw and acted, are the envied ones of today. 


Operates in the East as well as the West: 


MEN WHO BELIEVE THEY HAVE GENERAL AGENCY 


New Jersey Minnesota 
Ohio North Dakota 
Michigan South Dakota 
Wisconsin California 
Illinois Washington 
lowa Oregon 
Nebraska 


QUALIFICATIONS MAY OBTAIN FULL PARTICULARS 
BY ADDRESSING THE AGENCY DEPARTMENT. 
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NEWS OF THE COMPANIES 





Northwestern Mutual Gains 


New Production Ahead of Last Year— 
Assets Gain 12 Million in 
Six Months 





MILWAUKEE, June 26.— The 
Northwestern Mutual Life’s six-month 
paid business totaled $121,850,934, rep- 
resenting 33,065 policies, compared to 
8,514 policies for $28,529,097 in amount 
over the like period of last year. This 
does not include 394 annuities totaling 
about $1,500,000. The total amount of 
insurance in force in the Northwestern 
on June 30, was $3,755,945,845. Assets 
totaled $1,010,458,122, an increase of 
$12,162,758 since Jan. 1. 

Disbursements, including over $66,- 
000,000 paid to policyholders and bene- 
ficiaries, decreased over $4,000,000 dur- 
ing the six months’ period. The excess 
of income over disbursements amounted 
to $13,500,000. The Northwestern Mu- 
tual has $160,000,000 invested in govern- 
ment securities including $66,000,000 in 
United States bonds. Railroad bonds 





amount to $164,000,000 and public util- 
ity bonds $21,000,000. Railroad bonds 
represent 15 percent of the total assets 
and public utility bonds 2 percent. The 
company has a total of $345,474,895 in 
bonds and during the last six months 
a net profit of $603,104 was realized on 
bonds sold. 

First mortgage loans on farm prop- 
erty on June 30 totaled $170,651,214, or 
16 percent of its assets, and on city 
property mortgages totaled $183,579,645, 
or 18 percent. 

Real estate owned by the company, 
including the home office building, 
amounts to $38,528,846, or less than 4 
percent of the total assets. The com- 
pany owns approximately $26,000,000 of 
farm property, 214 percent of its as- 
sets, and $5,000,000 city property, .5 of 
its total assets. 

Policy loans decreased approximately 
$12,000,000 in the year ending June 30, 
a decrease of 5 percent. Outstanding 
policy loans, premium notes, and auto- 
matic premium loans on June 30 totaled 
$241,587,501, or 24 percent of the total 
assets. 

The report was made at a meeting 
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Outstanding Stability 


* Size, location, age —all are interesting factors as 
applied to a life insurance company but none of 
these compare in importance to Surplus above 


Liabilities. 


This item in a company’s financial statement is the true measur- 
ing rod which determines the strength and stability of the 


institution. 


With Admitted Assets of $16,616,706.65, the Guarantee Mutual 
Life of Omaha is one of the few companies having Surplus 
above Liabilities equal to 20% of its Legal Reserve. 


There may be larger and older companies in the United States, 
but it will be difficult to find one financially stronger or more 
safe than this sound and well managed purely mutual legal 


reserve company. 


A copy of our booklet, “An Analysis of Our 32nd Annual State- 
ment’, will be mailed to anyone interested in a complete 
review of our financial condition. 


Write for details of the excellent Agency op- 
portunities available in Twenty-seven states. 


LIFE 


ORGANIZED 1901 


*TOTAL SURPLUS . . 





COMPANY 


OMAHA, NEBR. 


$2,568,388.63 


(For the protection of Policyholders) 








of the Northwestern Mutual Life’s 
trustees, three new members attending 
a meeting for the first time: Walter J. 
Kohler, Kohler, Wis.; W. W. Coleman, 
Milwaukee, and F. W. Smith, New York 
City. Mr. Kohler is one of the most 
prominent manufacturers of Wisconsin 
and at one time governor of the state. 
Mr. Coleman is president of the Bucyrus 
Company. F. W. Smith is president of 
the New York Edison Company and the 
United Electric Light & Power Com- 
pany. 


Mitchell May Petition to 
Liquidate Great Republic 








LOS ANGELES, July 26—It is an- 
nounced here that Commissioner Mit- 
chell will appear in superior court 
shortly to petition for permission to 
liquidate the Great Republic Life. Fol- 
lowing that action, it is stated, the com- 
missioner may ask the court to accept 
one of two offers from substantial com- 
panies to reinsure its business. Since 
the court placed him in charge as con- 
servator, he has merely impounded the 
assets and kept in touch with the situa- 
tion, allowing the directors to work on 
plans for rehabilitation. However, the 
board has as yet been unable to present 
any satisfactory plan of rehabilitation 
and has not been able to agree on ac- 
ceptance of either of the bids for re- 
insurance. One of the offers is under- 
stood to be from the Occidental Life of 
this city. 

Appointment of a conservator in May 
was brought about by the frozen con- 
dition of the company’s assets. It was 
said at that time the commissioner did 
not expect to have to liquidate the com- 
pany but expected a rehabilitation. At 
the close of 1933 the company had $24,- 
626,756 business in force, of which 
$2,885,990 was reinsured. 





Substantial Gains Reported 
for First Half by Pilot 


Substantial gains in insurance in force 
and assets, and a creditable gain in sur- 
plus are disclosed in the mid-year finan- 
cial statement of the Pilot Life. The in- 
crease in insurance in force was over 
$1,500,000; the gain in assets, over 
$165,000. Policy loans are less than 
half the total for the first half of 1933, 
less than one-fifth of the total for the 
first half of 1932. Policy loan repayments 
more than double the total for the first 
half of 1933. Total terminations are 69 
percent of the figure they reached in 
the first half of 1933. The mortality 
rate for the first half of this year ran to 
49 percent of the expected. A decided 
decrease in disability claims is also re- 
ported. 

In mid-July, normally a summer 
slump period, The Pilot reported re- 
ceiving the largest number of applica- 
tions ever received in a single day for 
the past four years. 








Receiver Is Finally Named 
for State Life of Illinois 





The State Life of Illinois, which has 
been resisting receivership action on the 
part of the Illinois insurance depart- 
ment, has at last been taken over for 
that purpose, on order of Superior 
Judge Lindsay in Chicago. H. B. Her- 
shey, official liquidator of the Illinois 
insurance department, was appointed re- 
ceiver. 

Last year the insurance department 
caused a conservator to be appointed 
for the company, but the State Life 
resisted this action and the conservator 
was dismissed. Then receivership pro- 
ceedings were brought and when the 
company balked, the case was referred 
to a master, who now finds that the 
company’s assets are impaired about 
$197,000. 

President E. S. Parrish has been seek- 
ing to rehabilitate the company by de- 
positing a batch of mortgages. The 
court turned this proposal down, how- 





ever, because the mortgages were on yn. 
improved properties and because the 
scheme involved paying for the mort. 
gages with annuities. The company ad. 
mitted it was in arrears on $14,222 death 
claims. 

Mr. Parrish a few weeks ago pro. 
posed to put up some $4,000,000 in 
mortgages to rehabilitate the Peoria 
Life. As of Dec. 31, 1932, the State Life 
reported assets $485,259, met reserves 
$246,282, surplus to policyholders $165, 
294 and insurance in force $7,536,485, 

The State Life now has only about 
2,500 policyholders and the business and 
assets are badly riddled. However, the 
receiver will make an attempt to have 
the business reinsured. 


To Appeal Arkansas Tax 


Chancellor F. H. Dodge recently 
awarded the state of Arkansas judgment 
of $25,947, as life insurance premium 
tax due from the Central States Life of 
St. Louis in 1931, ’32 and ’33. The js. 
sue concerns whether the business of 
the Home Life of Little Rock, which 
was reinsured by the Central States jn 
1931, is subject to tax. The Central 
States takes the position that this busi- 
ness is not subject to the tax, because 
the levy applies only on business of 
companies not domiciled in Arkansas, 
The Central States will appeal to the 
Arkansas supreme court. 





Bankers Assets Gain 


The Bankers Life of Des Moines re. 
ports a 71 percent gain in ledger assets 
for the first six months of 1934; a 17 
percent gain in new paid business; 14 
percent gain in interest received and a 
6 percent decrease in legal reserve death 
losses. The company’s holdings of cash 
and government bonds are now in ex- 
cess of $13,500,000. 


Ex-Governor Heads New Company 


G. F. Flagg, secretary-treasurer of the 
Standard Life & Casualty, now being or- 
ganized in Indianapolis, announces. that 
Harry E. Leslie of Lafayette, governor of 
Indiana from 1928 to 1932, has been elected 
president of the company and that he 
will move to Indianapolis and take ac- 
tive charge of the executive end of the 
business. E. E. Leffler has been elected 
vice-president and general counsel. 
Floyd E. Williamson, present auditor of 
state of Indiana, has been elected chair- 
man of the board. The auditors of the 
company will be under the supervision 
of C. E. Kellermeyer, who is auditor of 
the Indiana Trust Company. Three ad- 
ditional members of the board will be 
named in the near future. 





Seaboard Life Figures 


The Seaboard Life now has $16,852, 
251 insurance in force and reports an 
excess of 104,732 over disbursements for 
the first six months. Paid business for 
the first six months totaled $1,533,325 
and lapses and decreased, $1,319,314. 
June paid business totaled $151,104. Ad- 
mitted assets total $1,356,309 as of June 
30. Cash totaled $65,178 and United 
States bonds $95,161. 


New Office for Belgrano 


F. N. Belgrano, Jr., president of the 
Pacific National Fire of San Francisco, 
has been elected a vice-president of the 
Occidental Life of Los Angeles. He 
has been a director of that company. 
Both the Pacific National Fire and the 
Occidental Life are controlled by 
Transamerica Corporation. 


To Use Billboard Advertising 


The Great West Life intends to ex- 
periment in a limited way with billboard 
advertising. The billboards this year 
will be used in the major centers where 
local population is most heavily concen- 
trated and where there is the greatest 
influx of summer time traveling. 


Crown Life in English Field 


Following a visit of officials to Eng 
land, it has been announced that the 
Crown Life of Toronto is entering the 
United Kingdom to write business. At 
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un- resent only a London branch will be | ness and not all transactions for the 
the pened. R. J. Findlay of Aberdeen has | first six months for industrial and or- 
ort- been appointed manager and T. H.|dinary. New paid business in 1934 was: 
ad- Plunkett, from the head office in Tor- |} Ordinary, $29,052,054, compared with 
ath onto, secretary. $16,722,657 in the six months of 1933; 
and industrial, $73,477,698 as against 
T0- Retitled Central Assurance $59,516,118 for 1933. Total new busi- 
in Taking advantage of the new Ohio | Pess thus was: 1934—$102,529,752, and 
ria shich permits a health and accident for the year of 1933, $76,238,775. In- 
“ife law, W p 0 onstage rite | Crease in force for 1934 was $37,611,780, 
mpany with $100,000 surplus to w d : > 

ves comy C Ity, Co- | Made up of $22,214,000 industrial and 

life insurance, the Central Casualty, Co fe : : 
65, bus, O. has changed its name to $15,397,780 ordinary, as compared with 

lumbus, » ‘ag it thus | 920%392,224 increase in 1933, made up 

the Central Assurance, enabling it thus | (+ ’¢7's66 915 industrial and. $2,525,409 
out FB to broaden its activities. It is said that pon tg < USsttial an ia 
oo ") no arrangements have yet been made sida 
; for writing life business. The National 


” Masonic Provident of Mansfield, acting 
under the new law, recently entered the 
life field, with W. H. Conklin in charge 
of that department. He formerly was 

itly with the Mutual Benefit Life. 


New Company at Seattle 


' SEATTLE, July 26—The Mutual 

Union Life of Seattle has been iaunched 
with George M. Jacobs as president. 
The trustees are C. A. Andrus, John J. 
Bolan, Austin F. Case, G. P. Elworthy, 
Dr. J. S. Lingenfelter, Tillie F. Rans- 
dell, Roger G. Reese, E. H. Suskey and 
Clifford Wiley. 


Agency School Concluded 


The Bankers Life of Nebraska has 
* closed the 20th term of its home office 
© school, 12 men graduating and making 
contacts with ten agencies. The next 
term is to be held in October, the com- 
pany officials being sold on this method 
of securing trained field men. A ban- 
" quet attended by general agents and 
" company executives was addressed by 
President Harry S. Wilson, Flansburg, 
medical director, A. B. Olson, agency 
manager, and several general agents. 


Victory Mutual to Expand 


The Victory Mutual Life, Negro com- 
pany of Chicago, which took over the 
business of the defunct Victory Life 
-of — June 9, 1933, is now operating unre- 
strictedly in Illinois. A 57 percent lien 
has been put on the old policy reserves. 
Claims are being paid in full. This lien 
does not apply to policies on which the 
premium payments have been made up 
to date. The Victory Mutual Life is 
now being examined by the Illinois de- 
partment. After the examination it is 
planned to branch out in some of the 
states where the old Victory Life oper- 
ated. These states are New York, New 
| Jersey, Indiana, District of Columbia, 
Ohio, Michigan, Kentucky, Missouri, 
Texas and Virginia. 

The company on June 30, 1934, had 
$6,180,800 insurance in force, of which 
$2,400,000 was extended insurance. 
Through March 15, 1934, the company 
paid $128,651 in death claims, of which 
» $114,000 were claims incurred during the 
— receivership of the old company. 

fficers of the company are Dr. P. 
M. H. Savory, chairman of the board, 
New York; L. K. Williams, president; 
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Starts Advertising Campaign 

MILWAUKEE, July 26—The Old 
Line Life of America has started a 
newspaper and direct mail advertising 
campaign, featuring a salary extension 
plan. ; Advertisements are being placed 
in daily newspapers of Wisconsin and 
other territories in which the company 
writes will be gradually added. 


Fidelity Mutual Gains 


President W. L. Talbot of the Fi- 
delity Mutual Life, in giving a resume 
of results for the first six months, re- 
ported that there was a gain of 22 per- 
cent in number of policies and 25 per- 
cent in total volume over the first six 
months of 1933. The rate of reduction 
of insurance in force was almost cut 
in half. Voluntary terminations showed 
a decrease of 20.6 percent. Ledger as- 
sets increased by $875,646 and he ex- 
pressed the belief that admitted assets 
now will total more than $100,000,000. 
New investments totaled more than 
$1,600,000. They necessarily yield a 
lower return than that previously en- 
pre Policy loans were 29.4 percent 
ess. 


“Five-Way” Drive in August 

The Pacific Mutual agencies through- 
out the country in August will stage 
their second annual “five-way” cam- 
paign, based on the “five-way” policy 
which gives protection against sickness, 
accident, loss of limbs or sight, old age 
and death. The contract is issued on 
the regular standard plans. Special 
prizes are being offered and the home 
office will give assistance in the form 
of circularization on selected lists of 
prospects. 











Record in Anniversary Drive 


The home office force of the Busi- 
ness Men’s Assurance under the direc- 
tion of J. C. Higdon, vice-president in 
charge of sales, conducted a special one- 
dayday campaign in observance of its 
25th anniversary, resulting in 726 
“apps,” the largest volume for a day 
in the company’s history, one-fifth as 
much as in all of March, which was the 
second largest month since November, 
1932. The business was almost half 
that for the entire month of May. 

The company has set a goal of $100,- 
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reasons. why 


Occidental Life zs. 
“Winning the West 


z. 


Highly-salable life insurance policy forms. 


2. A company of unquestioned financial sta- 


. CB. Powell. & : ‘d N 000,000 business in force by convention 2 
ted Vous: J. E. eee eae ih 3. time, the last of August. Only $2,075.- bility. 
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National L. & A. Increases 


1g- prigures on production of the National 
Life & Accident presented in a table 









force. 





Sues Benefit Association 
Directors of the former Home Pro- 
tective Association of Dresden, Tenn., 
and the T. B. A. American Benefit As- 
sociation of Lafayette, La., have been 








Occidental Life Insurance Company 


of California 


Old Line Legal Reserve Life, Accident, Health 
Home Office, 548 S. Spring St., Los Angeles, Calif. 


the sued by 25 members of the Home Pro- . : E ; 
the In re Nationa Unperwriter issue of | tective who charge that the Home Pro- V. H. Jenkins, Vice President, in charge of production. 
] uly 6 set forth only the ordinary busi- | tective was sold in violation of the 
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Facts About Protective Life 


CExcerpts from 27th Annual 


Protective Life has over eight and 
one-half million dollars of assets, and 
owes no borrowed money of any kind. 
During the four years of the depres- 
sion it has met promptly and at par 
every obligation and in addition has 
made some conservative new invest- 
ments each year. 


* * * 


It has and will continue to cooperate 
with President Roosevelt and such 
recovery agencies as the NRA, and 
Home Owners Loan Corporation. 


* * * 


Protective Life is not now and never 
has been affiliated with any other in- 
stitution. 

*x * * 


The reserves set aside for its pol- 
icyholders are in excess of legal re- 
quirement and are further strength- 
ened by its unusually large capital, 
surplus and contingency reserves. 


* * * 


Since its organization in 1907 it has 


LiFE INSURANCE ©. 
BIRMINGHAM, ALABAMA. 


Statement to Policyholders) 


paid $11,405,825.46 to policyholders 
and beneficiaries. 
* * 
It writes both participating and non- 
participating insurance. Its low cost 
non-participating policies become par- 
ticipating when paid up, thus giving 
the policyholder the advantage of a 
guaranteed low cost during the pre- 
mium-paying period and the partici- 
pation in dividends when paid up. 
* * 


Because, unfortunately, some un- 
scrupulous persons advise policy- 
holders to drop their old insurance 
to take new, it is appropriate to re- 
peat the warning we have frequently 
given in the past: Do not drop a 
policy in any legal reserve life in- 
surance company for one in Protec- 
tive Life. Do not drop a Protec- 
tive Life policy for one in any other 
company. Any person who induces 
you to drop a legal reserve policy 
usually has his own interest in mind 
and not yours. Before taking any 
action, get the proposition in writ- 
ing and then submit it to the Super- 
intendent of Insurance of your state. 





Operating in Alabama, Tennessee, Texas, Florida, North Carolina, 
Arkansas, Louisiana and Mississippi 














Presenting the 


READY CASH POLICY 


(Copyrighted) 


A new milestone in life insurance 
Different — Quick Selling — Modern 


6 APPEALING FEATURES 


1. Draft and claim form con- 
tained in each policy pro- 
vides immediate cash to 
beneficiary at local bank. 

2. Issued only in $500 policies. 

3. Protects other insurance and 
gives READY CASH at a 
time it is needed most. 

4. Incontestable from date of 
issue. 


5. Ordinary Life or 20 pay Life 
—ages one month to 55 
years. 


6. Each READY CASH POL- 
ICY as well as every contract 
issued by this company is 
registered with the State of 
Kansas and secured 100% 
by deposit of approved se- 
curities with the State. 


People want the READY CASH POLICY because it meets a need not now 
covered in the ordinary insurance program. Here is a quick selling, profit- 
making contract that appeals to agents and insurance buyers. Write for com- 
plete information and territory open for this new, modern, fast selling policy. 


GREAT AMERICAN LIFE 


INSURANCE COMPANY 


Stephen M. Babbit, President 
Hutchinson, Kansas 


charter, that the directors failed to no- 
tify the members of the death of 21 
members who died before the sale and 
that the members paid on assessments 
some $16,800, which is due them. Those 
sued are S. M. McCann, S. E. Naney 
and J. C. Vaughan, Jr. 


Moves Head Office to Waco 


The Superior Life has moved its head 
office from Dallas to Waco, Tex. It is 





now located in the Medical Arts builq. 
ing in that city. F. B. Powell is preg. 
dent. He announces that every Policy. 
holder of the Superior Life will be re. 
quired to undergo a physical and dep. 









TEN 


tal examination every year, the cost to | 


be paid by the company. 





The Hereules Life of Chicago has beep 
licensed in California. N. E. Nelson of 


Los Angeles has been appointed genera) | 


agent. 








AMONG COMPANY MEN 





Vice-President Martin Quits 





President Rydgren of Continental Amer- 
ican to Handle Agency Affairs; 
Jones Vice-president 





President A. A. Rydgren of the Con- 
tinental American Life with regret an- 
nounces resignation of G. A. Martin, 
who for five years has been vice-presi- 
dent in charge of the field force. Mr. 
Martin remains as a director. Mr. Ryd- 
gren assumes active charge of agency 
affairs. Secretary Jones was 
elected vice-president and secretary, to 
assist Mr. Rydgren in the agency work. 

Agency affairs have prospered under 
Mr. Martin’s administration, President 
Rydgren states. The agencies have been 
developed to their present state of effi- 
ciency and productivity. “Mr. Martin 
possessed a real genius for agency 
building,” Mr. Rydgren states. 

An outstanding achievement was en- 
tering New York late in 1932, the New 
York agencies meeting with great suc- 
cess. In 1933, $6,792,308 new insur- 
ance was placed in New York, the state 
ranking 23rd. Mr. Martin was largely 
responsible for the company being one 
of the very few with an increase of 
business in force last year. 

Mr. Jones has been secretary for 17 
years. For many years he has been 
actively identified with agency affairs 
under former President Philip Burnet 
and Mr. Martin. He has an intimate 
knowledge and sympathetic understand- 
ing of field problems. He has been con- 
nected with the company more than 20 
years. 





Moore and Clark in Texas 


C. A. Moore, president of the Liberty 
Life of Kansas, visited the southwest 
Texas agencies with C. L. Clark, sec- 
retary and actuary. With E. L. Moore, 
San Antonio’s special representative in 
charge of development work in Southwest 
Texas, they were hosts to agents at din- 
ners at Kerrville and Kenedy. President 
Moore spoke on “Principles of Life In- 
surance,” and Mr. Clark gave a detailed 
study on “General Conditions as Re- 
lated to Life Insurance.” President 
Moore also spoke at San Antonio to a 
group of local business men. 





New Company Names Officers 


LOUISVILLE, July 25—W. P. 
Tate, president of the newly organized 
Independence Insurance Co., Louisville, 
and former actuary of the Kentucky 
insurance department, has appointed 
Cary Tabb, local attorney, as vice- 
president. M. G. Martin, who has been 
with the insurance department of the 


Louisville “Courier Journal” and 
“Times,” has been named _ secretary- 
treasurer. 


W. E. Hibbard in New Post 


Wayne E. Hibbard, who recently re- 
signed as president of the Union States 
Life of Portland, and disposed of his 
interests in that company, has joined the 
Midland National Life of Watertown, 
S. D., as supervisor for the northwest 
territory, including Oregon, Washington 
and Idaho. 


Pan-American Officials on Tour 


E. G. Simmons, vice-president and 




















general manager, and T. M. Simmons, 








manager of agencies of the Pan-Amer. 
ican Life, are both afield on agency 
tours taking up the latter half of July, 

Dr. Simmons will conduct agency 
meetings at Memphis and Cincinnati 
and will visit the Chicago branch. Ip. 
cluded in T. M. Simmon’s itinerary ar 
agencies in Houston, San Antonio and 
Dallas, Tex., followed by visits to If. 
nois and Pennsylvania agencies. 


James K. LaVallee Resigns 


James K. LaVallee has resigned a 





¢ 





field superintendent for the Americar 


Reserve Life of Omaha. 
that connection about four years. Pre. 
viously he was supervisor in the E. B, 
Thurman agency of the New England 
Mutual Life in Chicago. Mr. LaVallee’s 
home is in Chicago and he is seeking a 
new connection in Illinois. 





London Life Actuarial Changes 


Changes in the actuarial department 
of the London Life include the eleva 
tion of J. A. Campbell from assistant 
actuary to associate actuary and the ap- 
pointment of three new assistant actu 
aries, G. S. Bere; D. P. Morris and W. 
M. Bell. 





Cc. R. Stratton has resigned as assist- 
ant auditor of the Ohio State Life to 
join the Columbus agency, of whichLA. 
High is manager. 








AGENCY CHANGES 














Pan-American Names Wade 


San Antonio General Agent Promoted 
to Field Supervisor with 34 Coun- 
ties—Succeeded by Griffiths 





E. W. Wade, San Antonio, Tex., gen- 
eral agent of the Pan-American Life, 
has been promoted to field supervisor 
for a territory of 34 surrounding cour 
ties. B. S. Griffiths succeeds him a 
general agent in the San Antonio metro 
politan area. 

Mr. Wade has earned a series of at- 
vances since he started with the Pan- 
American at Gonzales, Tex., in 1924as4 
member of the Houston general agency. 
Within two years he had been given 4 
general agency in his own right, suc 
ceeding so well that in 1930 he was 
transferred to San Antonio as genera! 
agent with a territory of a number 0 
surrounding counties. The San Antonio 
branch has since been one of the most 
substantial ageticies of the Pan-Amef' 
can. Mr. Wade will devote his entire 
time to the establishment of new agel- 
cies, with complete charge of all agency 
activities in the district and reporting 
direct to the home office of the Pat- 
American. 

Mr. Griffith, who will maintain offices 
at 716 Maverick building, San Antoni, 
will appoint, train, and supervise agents 
in San Antonio and Bexar county. 


Klitgaard to Ohio National 

C. J. Klitgaard of San Francisco has 
been appointed general agent of tht 
Ohio National Life for California am 
Nevada. Mr. Klitgaard, who was set 
eral agent of the Continental Life for 3 
number of years prior to the company’ 
present difficulties, is now in Reno, com 


He has had | 
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pleting arrangements for entry of the 
Ohio National into that state. _ 

G. H. Knudsen, associated with Mr. 
Klitgaard for several years as supervi- 
sor in San Francisco, will confine his 
efforts for the Ohio National Life to the 
country territory for the next several 
months. 





Ohio State Expands 


The Ohio State Life which recently 
entered North Carolina with the appoint- 
ment of Cecil Wilson of Winston-Salem 
as eastern supervisor, has started to ex- 
tend its organization. R. W. Henderson, 
Tecumseh building, Asheville; E. L. 
Morgan, Southern Pines, and T. c. 
Keaton, Jr., Winston-Salem, have been 
named general agents. Mr. Henderson 
has been with the Pilot and Indianapolis 
Life. Mr. Keaton also has been with 
the Indianapolis Life. 





Opens Washington Branch 


The Shenandoah Life has opened a 
branch office in Washington, D. C., with 
R. M. Moore, formerly of Roanoke, Va., 
as manager. The office is 910 Seven- 
teenth street, N. W. Mr. Moore, a 
Virginian, is a graduate of Virginia 
Polytechnic Institute, and has been with 
the Roanoke agency of the Shenandoah 
for several years. The Shenandoah has 
been licensed in Washington for sev- 
eral years, and has a substantial volume 
of business, both ordinary and group, in 
force there. 





H. H. Davis, W. C. Murden 


H. H. Davis has been appointed man- 
ager for New Hampshire for the Union 
Mutual Life of Portland, with head- 
quarters at Nashua. MHeretofore the 
New Hampshire territory has been han- 
dled under the Boston office but it now 
becomes a special agency with Mr. 
Davis in charge. For the past 12 years 
Mr. Davis has been district manager 
for’ the Connecticut General Life at 
Nashua. 

W. C. Murden, new general agent for 
the company at Albany, succeeds E. R. 
Spensley. For the past 10 years Mr. 


Central Life of Illinois in charge of 
suburban territory around Chicago. 





J. M. Albers, G. F. Neveau 


The Central Life of Illinois has re- 
cently made two new general agency 
appointments in Texas. They are J. M. 
Albers, San Antonio, who has charge 
of southern Texas, and George F. 
Neveau, Dallas. Mr. Neveau was for- 
merly an Official of the Southern Old 
Line Life. 


Morton H. Wilkinson 


Morton H. Wilkinson, one of Buffalo's 
best known citizens, has joined the John 
Hancock Mutual Life agency in that 
city. Mr. Wilkinson was a leading mer- 
chant in Buffalo for many years. He 
will have his office at 122 Pearl street. 





Herbert Tolar, O. K. Snell 


Herbert Tolar, special representative 
of the Great American Life of San An- 
tonio, at Sweetwater, Tex., has been ap- 
pointed general agent at Longview, Tex. 
O. K. Snell, with the Amicable Life 
for a number of years at Waco, has 
been appointed general agent of the 
Great American at Waco, Tex. 


A. L. Wright 


A. L. Wright, assistant manager of 
the western Ontario branch of the Sun 
Life of Canada since 1928, has been ap- 
pointed manager at Vancouver to suc- 
ceed W. W. Hutton, retired. 








Fred Real, W. E. Ruckman 


Fred Real has been appointed general 
agent at Kerrville, Tex., and W. E. 
Ruckman at Kenedy, Tex., by the 
Liberty Life of Kansas. 





George Dixon 


George Dixon, formerly with the Mu- 
tual Life of New York, has been ap- 
pointed manager of the new office of the 
American National, 1411 Fourth Avenue 
building, Seattle, which will be Pacific 
Northwest headquarters for the com- 





Murden has been general agent for the 


pany. 








LIFE COMPANY 


CONVENTIONS 





New Agents Do Good Work 


Vice-president Dern of Lincoln National 
Notes Trend in Agency Conven- 
tion in Colorado Springs 








New organization has made a striking 
record this year, Vice-president A. L. 
Dern, manager of agencies Lincoln Na- 
tional Life, declared at the western 
agency convention in Colorado Springs 
this week. The men in life insurance less 
than a year showed production increase 
41 percent as compared with 29.6 per- 
cent increase for old organization. Aver- 
age monthly production of new sales- 
men increased 18 percent in 1934 over 
last year. Older salesmen showed 
greater percentage increase in monthly 
production, with 32.1 percent. More men 
were taken on this year, a 12.5 percent 
increase being noted. 

For the six months Lincoln National 
agents showed 170 percent increase over 
the half-year of 1933 as against 72 per- 
cent in the six months last year over 
the same period of 1932. 

Mr. Dern noted an increase of ap- 
proximately three points in number of 
ordinary life policies taken, 2.3 for 20- 
Pay, an increase in number of retire- 
ment policies and endowment annuities, 
ne a decrease in pure protection poli- 
ies, 

Discuss Analysis of Needs 


G. V. Jackson of the San Antonio, 
Tex., agency spoke on “Analyzing the 
Prospect’s needs and fitting the policy 
to those needs.” He said a discussion 
of the value and importance of naming 
Contingent beneficiaries is helpful in 








getting the prospect’s interest. This 
leads to discussion of the man’s insur- 
ance from other angles. It is much 
easier to get a man to consider the in- 
come settlement plans than ever before 
as he is interested in knowing what his 
insurance will do for his family in an 
income way and how long the income 
will last. 

Mr. Jackson suggested quoting pre- 
mium rates at so much a day or week. 
When he takes policies for analysis, he 
always gives a receipt. He gets the 
names and birth dates of the wife and 
children, finds out what income would 
be necessary for their maintenance, 
plans for children’s education, what 
the wife could get along on after the 
children are grown and educated, what 
lump sum is needed for mortgages or 
other debts, in addition to last illness 
and funeral expenses. 

He said he often has been accused of 
spending a great deal of time in the 
office at detail work, to which he pleads 
guilty. Much of this is preparation for 
sales which require little time in the 
actual selling. Paul Speicher, Indianap- 
olis, “Research & Review,” told what 
life insurance did in the depression, and 
discussed recent attacks against the in- 
stitution. 


Secure Prominent Speakers 


C. V. Anderson, president National As- 
sociation of Life Underwriters, and R. 
E. O’Malley, Missouri insurance super- 
intendent, have accepted invitations to 
speak at the silver anniversary conven- 
tion of the Business Men’s Assurance at 
Kansas City in August. H. E. McClain, 
Indiana commissioner; F. M. See, gen- 
eral agent New England Mutual, St. 





FANEUIL HALL—“The Cradle of Liberty” 


“In every great public exigency the peo- 
ple, with one accord, assemble together to take counsel within 
its hallowed precincts.” 

“Its long use for the purpose of public 
gatherings, still marks it as the center from which the voice 
of the people of Boston should proceed.” 

Faneuil Hall still stands, a landmark of 
old Boston, firmly established in the heart of new Boston, 
because its founders built wisely and built well. 

THE CoLUMBIAN NATIONAL, too, was 
built wisely and built well. So well, that today it is a 
model of health, strength and vigor. 

A standard for endurance, security, and 
good faith, the CoLtumBIAN NATIONAL LIFE continues as 
the pride of its organization, and a “CRADLE OF LIBERTY” 
for its policyholders. 


The COLUMBIAN NATIONAL 
LIFE INSURANCE COMPANY 


Boston, Massachusetts 
A NEW ENGLAND INSTITUTION 


1742 


1934 











12.29 Per Cent 
LIQUID 


The American National has $6,185,059 in cash and Federal 
Government Securities, which amounts to 12.29 per cent of 
its total admitted assets, according to the Company's finan- 
cial statement of 1933. 


To policyholders, general agents and agents alike, this means 
SAFETY. Add this selling fact to the many attractive and 
liberal policies of the company and its position among the 
companies of the United States and you have ample reasons 
for the continued success of American National agents. For 
further information write to the manager nearest your 


locality. 


A CONTINUED CONSERVATIVE DEVELOPMENT PROGRAM IN EACH 
DEPARTMENT 


A well Diversified Line of Modern Policy Contracts, including 
Juvenile Policies, Retirement Income Policies, Salary Savings, and 
all Types of Annuities, enable our Representatives to render the 
Insuring Public the Best in Life Insurance Service. 


AMERICAN NATIONAL 
INSURANCE COMPANY 


Galveston, Texas 


W. L. Moody, Jr., President F. B. Markie, Vice-President 
Shearn Moody, Vice-President W. J. Shaw, Secretary 
E. L. Roberts, Vice-President (In Charge Ordinary Agencies.) 
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® what the picturesque deliberate smith of normandie doesn’t finish 
today, he will tomorrow. 

® in America time must not be wasted even in safeguarding a thing as 
precious as the American’s own future or those for whom he is 
responsible. 

® the modern Girard tools conserve the time of the prospect and in- 
crease the efficiency of the agent. 

@ Girard opportunities are available in good territories for ambitious 
men who can qualify for general agencies. ' 


GIRARD LIFE INSURANCE CO. 


opposite independence hall 
philadelphia, pa. 


THE 


American Bankers 
INSURANCE COMPANY 


Chicago 


EXECUTIVE OFFICE: JACKSONVILLE, ILLINOIS 


Industrial Life Insurance 


Weekly Premium 


Monthly Premium Policies 


Louis, and Dr. L. M. Dorreen, Kansas 
City, also will speak. 
Peninsular Agents Meet 


JACKSONVILLE, FLA., July 26.— 
More than 300 agents of the Peninsular 





Life were at the home office here for 
three days. They were addressed by 
Deputy Commissioner A. H. Roberts 
and others. District Manager W. H. 
Porter, of Gainesville, Fla. being pro- 
duction leader, presided at the banquet, 
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As SEEN FROM CHICAGO © 





AUBREY PIGGOTT TO CHANGE 


Aubrey Piggott, manager of the life 
department of the Associated Agencies 
of Chicago, announces that on Sept. 1 
he will make a change and become as- 
sociated as an executive in the life de- 
partment of the Rollins-Burdick-Hunter 
Company agency of the same city. Both 
of these agencies represent the Travel- 
ers. Mr. Piggott is spending this week 
in Hartford, conferring with head office 
officials of that company. He is one of 
the younger life insurance men in Chi- 
cago, who is making a record. For 
some time he was manager of the acci- 
dent department in the Missouri State 
Life in Chicago, while E. B. Thurman 
was head of the office. His father is O. 
A. Piggott, manager of the life depart- 
ment of the Critchell, Miller, Whitney 
& Barbour Agency, which is also a 
Travelers’ office. The elder Mr. Pig- 
gott is an outstanding life insurance 
man in the city. 

* * 
MUTUAL OF BALTIMORE EXPANDS 


The Mutual Life of Baltimore is ex- 
panding its Chicago organization. Two 
new canvassing offices have been opened 
at 4751 North Western avenue and at 
1538 West 63rd street. There is no debit 
at these offices at present, so they have 
to be built up by straight canvassing at 


first. 
a 


SALE FINALLY COMPLETED 


The final chapter has at last been 
written in the controversy over the sale 
of 16,000 shares of Farmers National 
Life stock which is in the portfolio of 
the defunct Fire Insurance Company of 
Chicago and which had been posted as 


collateral with the Western Casualty of 
Fort Scott, Kan., on an appeal bond, 
When judgment was entered and the 
Western Casualty called on the receiver 
of the Fire Insurance Company of Chi- 
cago to pay, an auction was held for 
the sale of the Farmers National Life 
stock. B. Frank Bushman, president oj 
the Federal Reserve Life of Kansas 
City, Kan., who died Tuesday of this 
week, was the only bidder. He offered 
$20,000 in the name of his mother-in- 
law. The court refused to approve the 
sale and the Western Casualty then 
offered the stock at public sale in Chi- 
cago. It was sold for $20,000 to Mr, 
Bushman’s mother-in-law. The loss u- 
der the appeal bond was $14,000 so there 
will be a surplus to return to the re- 
ceiver for the Fire Insurance Company 
of Chicago. Mr. Bushman’s death will 
not interfere with consummation of the 
sale since a certified check was given, 
* * * 
SHATTUC PLANS COAST TRIP 


T. S. Shattuc, Illinois state manager 
for the Great Southern ‘Life, is leaving 
on a three weeks trip to the coast Aug, FF 
1. He will go to California and Oregon, 
returning to Chicago by way.'of Hows. 
ton where he will visit, the home office, 


SEXTRO IS GOLF WINNER 


At the annual golf outing of the Grif- 
fin, Ingram & Pfaff Chicago general 
agency of the Equitable Life of Iowa, 
Fred Sextro won the office champion- é 


ship. 
* * * 
Manager M. B. Cummins of the John 


Hancock Mutual Life has moved his 
offices to 4055 West Madison street, Chi- 





cago. 








NEWS OF LIFE 


ASSOCIATIONS 





To Act Against Part-Timers 





Philadelphia Association Makes Plans 
to Eliminate Small Producers and 


to Raise Standards 





PHILADELPHIA, July 26.— The 
Philadelphia Association of Life Under- 
writers is considering a double drive 
against the part-time agent. Part of its 
contemplated action is aimed also at the 
very small producer who really does not 
belong in the business. 

The association is contemplating fol- 
lowing the example of the Baltimore 
association in voting to eliminate the 
part-timer and advertising its action in 
the newspapers. However, the officers 
of the association feel that this step 
should originate with the managers’ as- 
sociation and they will wait to bring the 
matter up, with a request for immediate 
action, until the managers hold their 
first fall meeting. 

_ Feeling that this step will only par- 
tially cure the part-time agent problem 
and will do nothing toward aiding in 
clearing up the situation of those so- 
called agents who clutter up the busi- 
ness and write only a few cases a year, 
the association is seriously considering 





writing the various companies and hav- 


ing them to agree to eliminate each year 
those agents who do not produce ai 
agreed-upon minimum number of cases. 
It is felt that those agents who write 
the minimum are showing sufficient F 
promise to warrant their being kept in F 
the business while those who go under 
the minimum can well be classified a [7 
floaters who merely take business away F 
from real agents. ¢ 
* * * f 
Madison, Wis.—R. E. Larson, assist- [7 
ant general agent Central Life of Iowa, i 
won the golf tournament at the annual 
outing. The event celebrated the at- 
tainment of the largest membership 
since the association was organized, 
52, an increase of 20 over a year ago. AS 
national committeeman, Mr. Larson em- 
phasized the importance of the annual 
convention of the National association F7 
in Milwaukee, Sent. 24-28, and urged 4 
100 percent attendance of Madison mem- 
bers. Talks also were made by Mor- 
timer Huber, president, and H. T. Wal- 
berg of the state insurance department. 
* * x 
Michigan—J. A. Pino, Mutual Benefit, § 
Lansing, president Michigan association, 
conferred in Detroit with C. A. Ma- 
cauley, state agent John Hancock and 
head of the Detroit delegates to the 
state advisory board, and H. B. Thomp- 
son, secretary-treasurer state associa- 
tion, regarding projects to be considered 
by the board at its next session. Amoné 


—— 
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THE UNITED STATES LIFE [INSURANCE 
In the City of New York 
Over 80 Years of Service to Policyholders 
Good territory for personal producers, under direct contract 
HOME OFFICE: 156 Fifth Avenue, New York City 
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the problems presented will be the pro- 
posed probationary license for life in- 
surance agents and the old age pension 
movement. 

* * * 

San Franciseo—Dr. S. S. Huebner of 
the American College of Life Under- 
writers will speak Aug. 15-16. The San 
Francisco association is giving 60-day 
guest cards to non-members to promote 
membership. A committee has been ap- 
pointed to aid in incorporating the as- 
sociation. P. G. Young, manager Metro- 
politan Life, has been appointed national 
executive committeeman. 

Plans are now being completed for the 
issuance of a monthly publication under 
the direction of Ed Worth, chairman of 
the publicity committee. 

* * * 


Neenah-Menasha, Wis.— The Twin- 
City association, at its July meeting in 
Menasha, heard Harmon Schell, local 
educator, in an inspirational talk. He 
stressed the need for wiser investing 
on the part of the American people, 
stating that life insurance as an insti- 
tution served this need. F. J. Robinson, 
acting secretary, reported that’ the 
efforts to eliminate part-time life under- 
writers is receiving encouragement. 

* * * 

Milwaukee—N. H. Seefurth of the See- 
furth Service conducted a question box. 
Questions on taxation, creditor’s rights, 
business insurance, stock liquidation, an- 
nuities, estate and trust matters, were 
answered. The association has voted to 
change its fiscal year to start July 1. 


* * * 


Ashland, Ky.—New officers are: W. H. 
Arthur, president; H. O. Lockhart, vice- 
president, and Varne Tate, secretary- 
treasurer. These, with L. J. Taft and 
Fred Menefee, constitute the board of 
directors. 

* * xX 

Birmingham, Ala.— James Simpson, 
state senator-elect, told of his plans to 
get an old age pension act passed at the 
next legislature. Delegates to the na- 
tional convention were named, and T. J. 
Huey, former president, was named na- 
tional executive committeeman. 











NEWS OF LIFE POLICIES 


New Policies, Premium Rates, Dividends, Surrender 
Values and all Charges in Policy Literature, Rate 

etc. lementing the “Unique Manual- 
Digest,” published annually in May at $5.00 and the 
“Little Gem” published annually in March at $2.00 





























Economic Protection Policy 


The United of Chicago has brought 
out a new policy called the “economic 
protection” policy. The policy may be 
written for ages 1 to 54 inclusive. The 
Insurance starts at $100 at age 1 and 
Increases $100 each year until age 10. 
For ages 10 to 44, inclusive, the policy 
has a face value of $1,000. The insur- 
ance is reduced 7% percent annually 
from ages 45 to 54; for ages 55 and 
over, the policy provides for $250 ordi- 
nary life. There is no change in the 
Premium at any time which is $1 a 
month in all cases. 

It is term insurance until age 55 and 
ordinary life thereafter with the usual 
cash and loan values, etc. No medical 
examination is required. It is convertible 
at any time to any form of life insur- 
ance issued by the company. The pre- 
mium is payable monthly, quarterly, 
semi-annually or annually. Thirty days 
grace are allowed for the premium pay- 
ments. The policies may be written 
either on men or women on the same 
terms in amounts from $1,000 to $5,000. 





United Mutual Life 


The United Mutual Life of Indianapolis 
has declared the usual August dividend 
to old policyholders. The company has 
gone through 57 years without reducing 
Policyholders’ dividends. President G. A. 
Bangs looks forward to the most pros- 
perous year in its history. 


S. J. Hirstio has been appointed 
agency supervisor in the O. I. Herts- 
Saard agency of the Mutual Trust Life 
in Minneapolis. For a number of years 
he has been with the Equitable Life of 
New York. 


Significance of 
Failures Analyzed 
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1214 percent loss to policyholders dur- 
ing the 1873 depression.” 

H. J. Travers, financial secretary of 
the Lincoln National, in his talks, cited 
the opinions expressed by experts that 
a long period of lower interest rates is 
ahead, but he expressed the belief there 
is a fair chance that the interest rate 
trend may reverse itself, at least for 
temporary periods and the holder of 
short term bonds may yet be rewarded 
for his present sacrifice of yield. . 


Investment Policy Cited 


The investment policy of the Lincoln 
National, he said, is to continue the pro- 
gram of broad investments and diversi- 
fication, careful selection and vigilant 
supervision with a proper balance be- 
tween real estate mortgage loans upon 
desirable properties in stable communi- 
ties and the obligations of well man- 
aged and financially strong trunk line 
railroads, public utility operating units, 
industrial corporations and state and 
municipal governments. 

If the railroad traffic continues to 
grow or even holds its own, he declared, 
the underlying obligations of many rail- 
roads and even the junior obligations 
of some roads, are desirable invest- 
ments. 

There is still a great deal of “scared” 
money in the country, whose owners are 
afraid of long term investments, Mr. 
Travers asserted: This partly explains 
interest rates below 1 percent on short 
maturity U. S. government securities. 


Dr. Thornton’s Observations 


Gradual deterioration in the moral 
tissue of the people has had an influence 
on life insurance, according to Dr. W. 
E. Thornton, medical director of the 
Lincoln National, who addressed the 
meetings. He contended that such de- 
terioration is apparent in politics, in the 
newer trends of social sanction and in 
business and finance. The simple, 
rugged virtues of honor and honesty 
seem to have become atrophied. 

In insurance, the deterioration, he 
contended, is reflected in the mounting 
suicide curve. To the number of sui- 
cides, about which there is no ques- 
tion, must be added thousands of sus- 
picious fatal accidents. “Even in death, 
many have practiced deceit,” he said, 
“perhaps in a pathetic attempt to shield 
families and friends from shame, too 
often in a criminal effort to steal double 
indemnity moneys for estates or busi- 
ness or beneficiaries. We have recently 
experienced improvement in the claim 
situation in this respect, but I am afraid 
it is to be attributed less to an improved 
—_ morality than to a subsidence of 
ear.” 

The income disability story also illus- 
trated deterioration in moral tissue, he 
argued. “When the public became claim 
conscious, when they learned that by 
legal procedure money could be ex- 
tracted for trivial disabilities, or indeed 
for none at all, the companies had no 
alternative but to withdraw the benefit. 
A few agents were thereby deprived of 
one of the most powerful sales weapons 
they ever had and the honest public 
were denied’ one of the most humane 
and valuable coverages ever devised.” 


Concealing Impairments 


There are the every day attempts to 
conceal impairment. The individual mav 
be unwilling to give the examiner all 
details of his personal history or pres- 
ent symptoms or there may be an ac- 
tual resentment or antagonism directed 
against the collecting of necessary in- 
formation. Actual misrepresentation is 
not uncommon and some resort to 
grooming in an effort to prevent the 
detection of signs or symptoms that 
would reveal true physical condition. 
He said agents are sometimes misled 
by the stories and explanations of ap- 





plicants. They attempt to maneuver the 
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PILOT LIFE 


Insurance Company 
Another Outstanding Gain 


At the mid-way mark 
of 1934 Pilot Life 
shows a gain of more 
than a million and a 
half in insurance in 
force. 


To the Pilot Field Men 
who did this we say: 
"Well Done!" 























Y/ 


J. M. Waddell Emry C. Green 
Agency Manager President 


GREENSBORO, NORTH CAROLINA 
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You’ve Heard of the Drouth? 


But perhaps you don’t: know that far- 

mers in the western two-thirds of 
Montana will have more real dollars to 
spend this fall than they have had in any 
season since 1919. Crops are average or 
better, and higher prices, plus federal allot- 
ment money, are the reasons why. 


There are many other districts in Mon- 
tana Life territory equally as good. 


A good company to represent, and a 
strong one. (Ratio of assets to liabilities, 


119.3%.) 


MONTANA LIFE 


INSURANCE COMPANY 


Enduring as the Mountains 


HELENA, MONTANA 
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The Columbus Mutual 
OFFERS 


Firs-—LOW COST INSURANCE TO SELL. 


Second—LIBERAL COMMISSIONS FOR SELLING IT. 


(An Unusual Combination) 


Third—IDEAL WORKING CONDITIONS. 


Vested Renewals— 

Unrestricted Territory— 

Automatic Promotion— 

Equality of Opportunity— 

The Right to Build Your Own Agency— 

No one to interfere, dictate or coerce— 

Every influence helpful, inspirational— 

Reward determined not by chance, by guess, 
or by favoritism, but by results— 

The larger the production, the higher the rate 
of compensation— 


You do not have to fight for a better contract— 
You rise to your rightful level without let or hindrance. 


THE COLUMBUS MUTUAL LIFE 


INSURANCE COMPANY 
COLUMBUS, OHIO 
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Hot Weather Selling 


“Ice Breakers’ are even more important in sum- 
mer selling than in winter. Fidelity has tried and- 
proven tools which increase its agents’ opportuni- 
ties to gain a hearing and pave the way for more 
resultful interviews. 


Eye Appeal Effective 


These “ice breakers” bridge the critical first 
few minutes of the interview, capture attention, 
arouse interest and launch the agent into his sell- 
ing theme. Backed by a complete kit of modern 
policy forms Fidelity agents find these “ice break- 
ers” particularly useful in hot weather selling 
where interest must be captured quickly. 


Send for booklet, “The Company Back of the 
Contract” 


IDELITY MUTUAL LIFE 
INSURANCE COMPANY 
PHILADELPHIA 


WALTER LEMAR TALBOT, President 

















OPPORTUNITY! 


Desirable Territory Open for General Agencies, 
Liberal Contracts. 


THE CAPITOL LIFE 


insurance Company 
DENVER, COLORADO 











agent into playing their game with his 
company. 

The demand for the large policy and 
over insurance is another indication of 
moral deterioration, he said. Excessive 
premium burdens are willingly under- 
taken when they mean replenishment of 
a depleted estate or a predepression 
scale of living for beneficiaries, or a 
bolster for inadequate collateral in an- 
ticipation of possible financial disaster. 

He said he did not mean to indicate 
that a large proportion of the public 
was dishonorable, but mortality margins 
upon which life insurance operates are 
very narrow and death rate increases 
which are minute by ordinary standards 
loom large in the business, 


Company Officials Comment 
on Provisions of Frazier Act 
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with little probability of any additional 
capital loss. Its worst effect will be 
the disturbance of policyholders it has 
excited and will excite. 

G. S. Nollen, president Bankers Life 
of Iowa, has sent out a letter to the 
field force describing provisions of the 
bill. He points out that the bill does 
not grant a general moratorium on farm 
debts. It does not apply to the farmer 
who is able to meet his obligations, but 
only to the farmer who is in a hopeless 
situation. The bill recognizes the legal 
priority rights of creditors. Life com- 
pany mortgages are all first liens, which 
come ahead of any junior liens. Mort- 
gage loans, including both principal and 
interest, must be given first considera- 
tion in any settlement. 


Farmer Must Pay Creditors 


It is the purpose of the bill to give the 
farmer who is hopelessly involved an 
opportunity to adjust his combined debts 
to an amount equal to the value of all 
of his assets. The farmer, to retain his 
property, must pay his creditors an 
amount equal to the value of their prop- 
erty, including all his holdings except 
limited legal extensions which apply only 
in the case of unsecured debts. 

The farmer, to take advantage of the 
forced settlement provisions, must take 
bankruptcy with the consent of the fed- 
eral judge. Going through bankruptcy 
is a serious matter, particularly because 
it impairs a man’s future credit, and the 
results of such procedure rests most 
heavily upon local people with whom the 
farmer must continue to do business. It 
is the farmer’s creditors who have unse- 
cured debts who are in real danger of 
suffering a loss, if the farmer’s debts are 
scaled through this process. 

Because the debtor pays interest on 
the appraised price of the property and 
unpaid balances at the rate of only 1 
percent per annum, Mr. Nollen feels that 
creditors will unquestionably object to 
such an arrangement, and therefore this 
part of the bill, in effect, will be inopera- 
tive. 

Therefore, the actual result of the bill 
will be to give the bankrupt farmer a 
five year moratorium, during which he 
must pay a reasonable rental and at 
the end of which he must pay the ap- 
praised value of the property to retain it. 


Mays to Vacate Penthouse 


ST. LOUIS, July 26—In accordance 
with a stipulation of counsel filed with 
a justice of peace, Ed Mays, president 
of the Continental Life of St. Louis, has 
consented to vacate his palatial pent- 
house apartment atop the 23-story Con- 
tinental Life building. Superintendent 
R. E. O’Malley, who is in charge of the 
affairs of the company at present, has 
agreed to cancel Mr. May’s lease on the 
apartment at $1,000 a month, which still 
had about three years to run, and also 
agreed to dismiss a suit he had filed in 
the circuit court to attach furnishings of 
the apartment to secure the company’s 
claim for $19,000 in back rent. 

Mr. Mays has demanded a jury trial 
of the involuntary petition in bank- 
ruptcy filed against him. He denies he 
is insolvent and entered specific denials 


to each of the major points contained 
in the suit. 

To offset the $19,000 claimed on be. 
half of the Continental Life for back 
rent Mays is alleged to owe on his 
penthouse apartment he states the Con. 
tinental Life owes him $23,416 by way 
of back salary and expenses advanced 
by him. 

Answering the $48,000 indebtedness 
claimed by the Wellston Trust Com. 
pany, Mays states the debt is amply ge. 
cured. 


J. H. Hilmes, Equitable of Iowa, Des 
Moines, and J. C. Deibler, Rice agency, 
Pennsylvania, each paid for more than 
$100,000 in June. 
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Plan 


Is the Answer to Your De- 
sire for a Sure Way to 
Achieve Regular "Day-in 
and Day-out' Production, 
Rapid Prospecting, Short 
Interviews, Quick Results, 
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PROVIDENT 


LIFE AND ACCIDENT 
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No Better Territory 


No Better Company 

No Better General Agent’s 
Contract Than Our Service 
Pension Contract 


THE LAFAYETTE 
LIFE INSURANCE C0. 
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| said, and the big ones will come along 


ee City. 


E period of time. Fourth, to decide 
whether to use mass recruiting or indi- 
vidual recruiting methods. Fifth, to 


| the lure of personal production. 
- Offer of Free Course Is 


| with a contract for qualified graduates. 
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SALES IDEAS AND SUGGESTIONS 








General Agents in 


Symposium of 


Views on Most Effective Methods 
of Selling Under Modern Conditions 


“Today’s objective in writing life in- 
surance is not toward the jumbo case, 
but a larger number of policies on a 
greater number of lives,” said E. J. 
Wilson, author of “There Are No 
Strangers,” speaking at the eastern divi- 
sion convention of the Lincoln National 
Life. “Secure more smaller cases,” he 


automatically. The salesman’s big per- 
sonal job is devising some method of 
keeping himself steadily at work. Mr. 
Wilson is a member of the Engelsman 
agency of the Penn Mutual in New York 


Several steps should be taken by gen- 
eral agents who are ambitious, H. C. 
Lawrence, general agent, Newark, said. 
First, figure how much of an agency 
to build in order to get production nec- 
essary for a living income. Second, 
to attract the better type of agent there 
must be provided attractive, inviting 
agency offices. Third, outline a train- 
ing course designed to teach funda- 
mentals and salesmanship and get the 
men into production in the shortest 


build prestige for the agency through 
well directed publicity. Sixth, to stick 
tenaciously to the decision to build an 
organization and not be side-tracked by 


Found Most Attractive 


Mr. Lawrence’s subject was “Recruit- 
ing,’ in which he includes sources of 
prospective agents, methods of ap- 
proaching prospective agents, how to 
sell them the business. Sources of pros- 
pective agents, he finds, are newspaper 
advertising, telling everyone the gen- 
eral agent knows that he is running a 
trainng school, contacting personnel 
men of large concerns employing from 25 





to 1,000 men, unemployed former large 
policyholders, card of invitation to train- 
ing school mailed to personally known 
influential business men for distribution 
to unemployed friends. 

Mr. Lawrence has found the best type 
of newspaper advertisement is on offer- 
ing a life insurance training course, free, 


Prospective agents are told that they 
Must attend 90 percent of the meetings, 
Pass a grade of at least 80 in two ex- 
aminations, and write at least five ap- 
plications, 

J. S. Braunig, general agent, St. Louis, 





discussing training plans for new agents, 
summed his points: 

1. Sell him on life insurance, paint- 
ing a picture of the big responsibility 
he is assuming, attempting to give him 
the feel of life insurance and the good 
he can accomplish. Use human interest 
stories as much as possible. 

2. Give him the fundamentals of life 
insurance, mortality cost and savings, 
that permanent insurance is better than 
temporary. : 

3. Follow through 100 percent on the 
set “Guide Book to Early Production.” 
Have him write out the answers after 
reading each book, and then discuss it 
in detail with him, getting his interpre- 
tation of what he has read and giving 
him yours. 

4. After the third day let up on this 
course and get him to learn verbatim a 
sales presentation. Then from the list 
that he has made up of every one he 
knows, ask,him to pick the five men who 
he thinks have the most influence and 
whose opinion is most respected. Then 
send him out. 


Teaches How to Prospect 
Before Sales Training 


“T attempt to teach a new agent to 
prospect before I teach him to sell life 
insurance, because I believe this repre- 
sents the biggest hurdle for him to get 
over,” Mr. Braunig said. “After the 
new man sees that it is not so hard to 
get prospects through centers of influ- 
ence I find that he assumes an entirely 
new attitude toward the business and 
finishes the course with a great deal 
more enthusiasm. After the course is 
completed I then go out in the field 
with him, write some business; make 
some money for him; build up some 
future prospects; and do not participate 
in the commissions at all. I am trying 
to build loyalty as well as give prac- 
tical training in this course in the field.” 

The training period before going into 
the field is ten days to two weeks. Mr. 
Braunig arranges in this period for the 
new agent to have lunch with at least 
three members of the agency who are 
enthusiastic and producing well. At first 
he explains only three policies, ordinary 
life, 20 pay and five star annuity. He 
emphasizes the four optional modes of 
settlement, and also stresses the con- 
tingent beneficiary arrangement. 

Mr. Braunig also discussed planning 
the day’s work. “Even the simplest 
things in life that we accomplish are 
done through either careful or automatic 
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planning,” he said. “We must plan and 
follow through. It is absolutely essen- 
tial that we plan each month, each week 
and each day in advance. It gives us 
a full day’s work to do every day. It 
gives us the nucleus upon whom we in- 
tend to call, so we know in advance just 
what and where our potential is for the 
week or the month. It cuts down dis- 
tances between calls, allows us to spend 
more time in the presence of our pros- 
pect. It gives us automatic time con- 
trol, because we are utilizing our time 
to either be in the presence of a pros- 
pect or on the way to call on. one. 
Last and probably the most impor- 
tant of all, it enables us to make a self- 
analysis of the job we are doing. For 
instance, if we have John Smith down 
on our plan sheet and think we are go- 
ing to sell him $5,000 and we sell him 
$10,000, I believe we had better stop to 
do a little self-analysis to the extent: 
‘Am I under-estimating some of my 
other prospects—is this the reason why 
my average size policy is not as high 
as it should be?’ 


Prospecting All-Important 
Factor in Life Selling 


“Suppose you have him down for a 
$10,000 policy and sell him a $5,000. 
‘Am I over-estimating the buying power 
of my prospects—is that why I am not 
writing more business? Or suppose 
you do not sell him at all, then by self- 
analysis the thought will be, ‘Just how 
many people am I calling on in this 
category? Why did I think he was a 
prospect? Why didn’t I sell him? If 
I have a large number of cases like this 
my production is certainly going to fall 
down.’ 

“Like everything else in this business 
regardless of where we start we end up 
with prospecting. It is easily possible 
to call on a prospect so many times, 
then sell him and still lose money on 
the deal, and this is done only when we 
do not have enough live prospects to 
call on. 

“Just the names on a card do not mean 
a planned day’s work. You must have 
every step of the way carefully planned 
in advance, and know just what you are 
going to say. Remember the man does 
not make himself a prospect, you have 
to do it in your own mind.” 


Inspiring, Cooperating 
With the Old Agent 


“Inspiring and Cooperating with the 
Old Agent” was the subject of General 
Agent O. S. Sayre, Charleston, W. Va. 
__The old agent is a valuable asset to 
life insurance. He has been instru- 
mental to a large degree in developing 
the business to its present high state 
and has struggled through depressions 
as well as good times, paving the way 
for new men in the field and instilling 








Cc. L. U. 


At the Los Angeles C. L. U. chapter’s 
last Iuncheon-meeting of the season, 
with President Kellogg Van Winkle, 
Equitable of New York, presiding, Dr. 
W. P. Dexter, ex-president of Whittier 
College and a candidate for congress, 
spoke on “Life Insurance Today.” 

H. D. Leslie, agency manager North- 
western National Life, was nominated 
for director of the national C. L. U. 
chapter. 














in the, public mind a confidence which 
cannot be destroyed. For all this a 
debt of gratitude is owed him, Mr. 
Sayre held. 


Encouragement of Older 
Men Declared Essential 


Older men maintain all the good in- 
tentions they enjoyed in the prosperity 
days, and did not intentionally embark 
upon the road that led to the unsatis- 
factory production of many of them to- 
day. Then mental attitude, courage and 
enthusiasm were upset. They became 
bewildered and unable to adjust their 
course. 

There is only one way to bring them 
back to success, through friendly co- 
operative spirit and encouragement. 
The general agents should help the older 
men discover their real trouble. It is 
quite possible he blames his prospects, 
his agency or his company, when the 
whole trouble may lie within himself. 
The proper mental attitude may have 
everything to do with a proper produc- 
tion record. 


Self-Quiz Suggested 

for Improving Production 

Mr. Sayre suggested the following 
self-quiz: 

1. Do you plan your work systemat- 
ically with a view to consistent weekly 
production? 

2. Do you work your plan? 

3. Do you have an organized sales 
approach? 


4, Do you have enough interviews? 
5. Do you make your interviews 
count? 


6. Are you a credit to the profession? 

7. Are your personal life insurance 
needs programmed? 

8. Do you keep in touch with your 
policyholders? 

9. How’s your lapse record? 

10. How much of your written busi- 
ness is on binder? 

11. Do you devote some reading 
time each day to life insurance books? 

12. Are you happy in your work and 
enthusiastic about it? 

New men know little or nothing about 
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LIFE INSURANCE ASSOCIATION 
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Barrett N. Coates Carl E. Herfurth 


COATES & HERFURTH 
CONSULTING ACTUARIES 


437 So. Hill Street 








114 Sansome Street 
SAN FRANCISCO LOS ANGELES 


MILES M. DAWSON & SON 
CONSULTING ACTUARIES 
500 Fifth Avenue New York City 














ILLINOIS 








CAMERON & CHAMBREAU 
Consulting Actuaries and Tax Consultants 
1808-1809 Harris Trust Building 
111 West Monroe Street 
Chicago, Illinois 


Organization Reconstruction 
Federal Tax Work Agency Planning 
Management Pension Plans 


Washington Office, Shoreham Bldg. 














DONALD F. CAMPBELL 
CONSULTING ACTUARY 


160 N. La Salle St. 
Telephone State 1213 
CHICAGO, ILLINOIS 














L. A. GLOVER & CO. 
Consulting Actuaries 
128 North Wells Street, Chicago 


Life Insurance Accountants 
Statisticians 














Established 1865 by David Parks Fackler 
FACKLER and BREIBY 


Consulting Actuaries 
Edward B. Fackler: William Breiby 
8 WEST 40TH STREET NEW YORK 














ELDER A. PORTER 


F. A. S. F. A. 1. A. 
Consulting Actuary 


102 Maiden Lane 
NEW YORK, N. Y. 

















Woodward and Fondiller, Inc. 


Consulting Actuaries 


90 John Street, New York 
Telephone Beekman 3-6799 




















INDIANA 


Woodward, Ryan, Sharp, Davis & Hezlett 


Consulting Actuaries 








Jonathan G. Sharp W. Harold Bittel 





Haight, Davis & Haight, Inc. 
Consulting Actuaries 
FRANK J. HAIGHT, President 
Indianapolis, Omaha, Kansas City 








Evelyn M. Davis Robert S. Hull 
Edward H. Hestett John Y. Ruddock 
1 Partners Associates 


Ninety John St, New York, N. Y. 





























HARRY C. MARVIN 
Consulting Actuary 


307 Peoples Bank Bldg. 
INDIANAPOLIS, INDIANA 




















MISSOURI 








CARL J. WEST 
Consulting Actuary 
Life Automobile Casualty 
8 East Broad Street 
Columbus, Ohio 
Organization 














PENNSYLVANIA 








ALEXANDER C. GOOD 
Consulting Actuary 
615 Trust Co. Bidg. Jefferson City, 


an 
800 Security Building, Kansas City 








FRANK M. SPEAKMAN 
Consulting Actuary 


Associates 
Fred E. Swartz, C. P. A. 
E. Higgins 
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President F. L. Brown 
Rockford Life Insurance Co. 
Rockford, Illinois. 


Dear Sir: 








Rockford Life Has a Message for You 


It Concerns Contract Direct 
With the Company 


SEND ME THE MESSAGE 
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the old policy provisions such as dis- 
ability income clause. They are trained 
to sell insurance for protection and 
estate building. 

The old agents must be made to real- 
ize that they must be of good reputa- 
tion, must be industrious, must keep 
going, must be mentally alert, must 
exercise common sense and have tact, 
must be optimistic, must exercise self 
control, must have an insurance educa- 
tion, must render genuine service, must 
get a system, 


Lust Heads Leader Club 


J. M. Lust, Tiffin, O., general agent 
Midland Mutual Life, won the presi- 
dency of the “Leader Club,” whose year 
closed June 30, with. more than $250,000 
paid business and nearly $10,000 first 
year premiums. Paul Johnson, Cincin- 
nati general agent was second with prac- 
tically the same volume and $9,000 in 
premiums, becoming vice-president. 

Two past presidents exceeded Mr. 
Lust’s volume, S. B. Garwood and W. 
E. Whipple of Columbus, but having 
been president once, they could not 
again be given the title. 

June business of the Midland Mutual 
showed 47 percent increase over June, 
1933. For the first six months, increase 
in paid business was approximately 35 
percent, 


Arnold’s Ichthyologists Return 


Twenty distinguished producers and 
agency managers of the Northwestern 
National Life have returned'from fish- 
ing trips on Basswood Lake on the 
Canadian border, where they were 
guests of President O. J. Arnold on his 
island cabin. 

The producers were: L. A. Isaacson, 
Los Angeles, J. F. Groom, Wichita; B. 
M. Stewart, Houston; P, L. Hamilton, 
Minneapolis, Kan.; Craig Kennedy, 
Wichita; E. A. Warren, Grand Rapids, 
Mich.; F. G. Ball, Madison, S. D.; H. 
J. Wulfsberg, Dickinson, N. D.; B. E. 
Williams, Omaha and F. L. McCul- 
lough, Minneapolis, Minn. 

Among the agency managers were: T. 
H. Cummings, Detroit; T. J. Harbaugh, 
Champaign, IIl., and Earle Zinn, Seattle. 


Transfer Garneau to Buffalo 


Jules N. Garneau, group field service 
representative Travelers in the Chicago 
branch since early in 1930 has been 
transferred to Buffalo in the same ca- 
pacity, associated with Manager H. M. 
Walker. Mr. Garneau started with the 
Travelers in Montreal 11 years ago as 
agent, in 1924 taking training and enter- 
ing the group field service division, as- 
signed to Montreal. In his new post 
he will in addition supervise service in 
Welland, Niagara Falls and St. Cather- 
ine’s, Ont., and in Pennsylvania. 

Withdraws Liquidation Request 

The Illinois insurance department has 
withdrawn its request to the attorney 
general to institute proceedings against 
the Plattdeutsche Grot Gilde von de 
Vereenigten Staaten von Nord Amer- 
ika of Chicago. 

This action was taken after the de- 


partment had determined the society 


had made progress in converting its 
mortgage loans into bonds of the Home 
Owners Loan Corporation and that its 
rerating program had met with con- 
siderable success. 


Sues for Commissions 


A bill has been filed in the United 
States district court in Cincinnati by 
E. C. Peebles, who is connected with 
the Northwestern Mutual Life there, to 
cause the Prudential to pay him 50 per- 
cent of the original and renewal com- 
missions under a group plan with the 
Procter & Gamble Company of Cincin- 
nati. 


paid 50 percent of the commission, Pee. 
bles states the offer was accepted and he 
was appointed accredited representative 
of the Prudential. Negotiations wit, 
Procter & Gamble continued over a pe. 
riod of 12 months and in 1933 a contract 
was concluded, the bill avers. Peebles 
alleges that he has not been paid any 
commissions and that the entire commis. 
sions went to Mr. Cross. Peebles set 
up that he made claim upon the Pry. 
dential and on June 6 of this year the 
Prudential “denied and repudiated any 
obligation to pay any commissions 1) 
plaintiff under its said agreement.” 


“PACKAGE” 
~SELLING 


is here to stay » » » 





Most Complete and 


Salable "Package" is 


GUARANTEED INCOME 
CONTINUATION PLAN 


Provides any desired 
Monthly Income of the 
Same Amount to cover 


ACCIDENT OR ILLNESS 
EARLY DEATH 
OLD AGE DEPENDENCY 
LACK OF CASH 





ISSUED ONLY BY 


Abraham Lincoln 
Life Insurance Company 
Springfield, Illinois 
H. B. Hill, President 
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They Said We’d 
“Get Burnt” 


When our new Super-Disability policy 
went on the market, so simple was the 
contract, and so free was it from con- 
fusing technicalities and restrictions that 
we were told we'd get “burnt.” 

But we knew we could write a policy 
for accident and health as clean cut as 
the life contract, and we did it. We 
haven’t been burnt, 

Life agents have found it an excellent 
means to complete the protection with 
which to surround their clients, 








In 1932, the bill sets forth, the Pru- 
dential proposed to Peebles that he 


cooperate with the then Cincinnati gen- | 


of employes of the Procter & Gamble 





Co., for which service Peebles would be 
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Send in the coupon for further infor- 


mation, 





t Ocean Casualty Ce., 
American Bidg., Cincianat!, Ohle. 
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e RECENT COURT DECISIONS 








Disability Checks to Trustee 





Despite Section 55A in N. Y., Benefits 
Are Awarded to Trustee in 
Bankruptcy of Assured 





Benefits payable to an insured under 
disability benefit provisions in life pol- 
icies pass to the trustee in bankruptcy 
of the insured, where the claim for such 
disability benefits matured prior to 
bankruptcy and where the trustee has 
no other interest in the policies. This 
was the decision in the United States 
district court for the southern district 
of New York in matter of Kern. 

About a year prior to bankruptcy, the 
insured made claim to the insurance 
company that he was totally and perma- 
nently disabled and in May, 1933, he 
started to receive disability benefits 
amounting to about $200 a month under 
two of the policies. Since bankruptcy, 
the payments have been suspended be- 
cause of the trustee’s claim. 


Points to Lower Court Rulings 


The federal court pointed out that the 
lower courts in New York have held 
that disability benefits payable to in- 
sured under a life insurance contract 
may be reached by creditors, despite the 
provisions of section 55A of the insur- 
anc law. The conclusion that disability 
benefits are not within the scope of sec- 
tion 55A is borne out by the fact that 
only in May of this year the New York 
legislature enacted a new section 55B, 
which exempts disability benefits from 
execution or other process by creditors. 
It is reasonably clear then that at the 
time of bankruptcy, judgment creditors 
of the bankrupt could have reached the 
disability benefits by proceeding supple- 
mentary to execution in the New York 
court. Therefore the right to the bene- 
fits passed to the trustees. Jt is true 
as to life insurance policies taken out 
by the bankrupt that the trustee is en- 
titled, to no more than the cash sur- 
render value. If the policy hag no such 
value, the trustee gets nothing. But 
the present policy contains disability 
benefits as well. There is nothing in 
the bankruptcy act that indicates an in- 
tention by Congress to withhold from 
the trustee disability benefits contracted 
for by the bankrupt as part of a policy 
of insurance on his life. 





Liability Is Not Diminished 


A man whose duties are to instruct 
workmen in the use of machinery and 
obtains an accident policy while so en- 
gaged, is later dismissed from his em- 
ployment, returns to the plant to use 
a saw for personal purposes and loses 
a hand in an accident while doing so, 
was engaged in no more hazardous 
undertaking at the time of his injury 
than was imposed by his duties as su- 
Perintendent when the policy was issued. 
This was the decision of the North 
Carolina supreme court in Womack vs. 
Federal Life. 

The insurer contended that liability 
was diminished because of the policy 
Provision that if the insured is injured 
after having changed his occupation to 
one classified by the company as more 
lazardous than that stated in the policy, 
liability would be diminished. Womack, 
according to the court, is entitled to re- 
Cover the full amount provided for the 
loss of a hand, as stipulated in the pol- 
Icy, and not according to the schedule 
of diminished liability. There was no 
Change to a more hazardous occupation 
4S contemplated by the clause in ques- 
tion. Indeed, in no legitimate sense 
could it be said that Womack was pur- 
Suing the occupation of a “sawyer not 
using automatic guard” at the time of 
1S injury. Womack had not changed 
1S occupation to a more hazardous one. 

€ was unemployed. 





Chiropractor Isn’t Physician 





Michigan Supreme Court Holds Policy 
Term Means Legally Licensed Phy- 
sician or Doctor of Medicine 





The word “physician” in an applica- 
tion for insurance must be held to mean 
a legally licensed physician or doctor of 
medicine and not a chiropractor, accord- 
ing to the Michigan supreme court in 
New York’ Life vs. Modzelewski. ; 

The assured applied for a policy 
March 17, 1929. He was examined 
March 19 by a physician for the New 
York Life, who reported the applicant 
as an acceptable risk. A policy was is- 
sued March 23, effective as of Feb. 9. 
The policy was delivered not later than 
April 5. The policy contained the pro- 
vision it would not be effective if the 
applicant had consulted or been treated 
by any physician since his medical ex- 
amination and before delivery of the 
policy. 


Received Several Treatments 


On March 23, the assured consulted 
a chiropractor and received several 
treatments before being examined at a 
hospital April 5, where a provisional di- 
agnosis of tuberculosis resulted. He 
died of pulmonary tuberculosis Jan. 10, 
1930. The New York Life sought can- 
cellation of the insurance on the ground 
the applicant was treated by a physician 
after his medical examination and prior 
to delivery of the policy. 





General Agent’s Waiver Valid 


Kentucky Court Holds Local Man Can 
Waive Payment of First 
Premium 








On the ground that a policy provision 
may be altered or waived by a general 
agent, the Kentucky court of appeals 
concludes that there is no reason why a 
similar provision in the application may 
not also be altered or waived by the 
general agent, and decision was ren- 
dered against the company, in Massa- 
chusetts Mutual Life vs. Sexton. 

On Jan. 23, 1931, Sexton applied to 
the Massachusetts Mutual for a $2,500 
policy. The application was prepared 
by General Agent McDonald and 
signed by Sexton, stating that Sexton 
had not paid the first premium and “that 
insurance shall not be in force until the 
approval of this application by the com- 
pany at its home office, the payment of 


the first premium as required therein, 
and the delivery of the policy to me or 
my agent during my lifetime.” The next 
day the assured was killed in a railroad 
wreck. On Jan. 27 the policy was is- 
sued and mailed to McDonald for de- 
livery, but was returned to the com- 
pany: which denied all liability. 

Sexton and his brother went to Mc- 
Donald’s office with their father, who 
wished to collect from the Massa- 
chusetts Mutual some past due divi- 
dends. McDonald suggested that the 
two sons each take out a policy and 
each decided to do so, the applications 
being written and signed. ‘lhereaiter 
the tather suggested that both policies 
go into immediate effect, and according 
to his evidence, McDonald agreed. The 
father offered to pay the premiums and 
phad the money to do so. McDonald re- 
plied: “Never mind about that.” 

The court held tliat the evidence was 
sufficient to establish the agreement and 
the waiver ot the first premium. Mc- 
Donald had the authority to agree that 
the insurance should go into immediate 
effect and to waive the payment of the 
first premium. 


Assignment Found Imperfect 


Assignment of a policy cannot be ac- 
complished merely by the policy being 
shown “to someone connected with the 
insurance company.” This is the de- 
cision of the New Jersey supreme court 
in Brignola vs. Prudential. 

The insured was Campbell. Brignola 
contended the policy had been assigned 
to him and he sued for the surrender 
value. The Prudential contended no no- 
tice of the assignment had ever been 
received by it and that in the meantime 
the surrender value had been paid to 
the insured. Immediately after securing 
the assignment, the policy was shown 
to a connected with the Pruden- 
tial, 





Insufficient to Establish Notice 


The supreme court held that this was 
insufficient to establish notice to the 
company itself. Apart from the limited 
power expressed in the policy to the 
effect that “No agent has power to bind 
the company by making any promise 
or making or receiving any representa- 
tions or information,” the court stated 
there may undoubtedly be a class of em- 
ployes of the company notice to whom 
would be clearly inadequate. The policy 
provision was a plain limitation of au- 
thority and binding on the insured and 





his assignee. The lower court held for 
Brignola but that judgment was re- 
versed by the supreme court. 








Beneficiery Change Is Held Invalid 





Where a creditor is named beneficiary 
in the policy of a debtor to secure the 
indebtedness, the creditor has an ind- 
defeasible vested interest in the 
policy, even though the debt was barred 
by the statute of limitations. This was 
the decision of the Indiana appellate 
court. The insurer was the Bankers 
Life of Iowa. 

H. S. Stoddard was the insured and 
the debtor. The _ beneficiary-creditor 
was his brother, Wade Stoddard. 

H. S. Stoddard took out a policy and 
delivered it to his brother. On a false 
representation, Wade Stoddard surren- 
dered the policy to H. S. Stoddard, who 
executed an application for change of 
beneficiary, designating Mrs. H. S. 
Stoddard as beneficiary. Mrs. Stoddard, 
in turn, took out a policy on her own 
life, her husband paying the premium. 
She had her husband named as bene- 
ficiary as an inducement to him, to des- 
ignate her as beneficiary in his policy 
in lieu of Wade Stoddard. 

The policy on the life of H. S. Stod- 


dard reserved the right in the assured 
to change the beneficiary. “But,” the 
court declared, “where, for a valuable 
consideration, passing from the named 
beneficiary to the assured, a policy is 
issued upon the life of the assured and 
delivered to the beneficiary, who de- 
livers the consideration as agreed upon, 
equity invests the beneficiary with a 
vested interest in a policy, which it will 
protect, and of which he cannot be di- 
vested by the assured without his 
knowledge and consent. No present 
consideration passed from Mrs. Stod- 
dard to the assured as an inducement 
for changing the beneficiary. The in- 
debtedness which Mrs. Stoddard insists 
the change of beneficiary was made to 
secure was a pre-existing debt. This 
would not be sufficient to make Mrs. 
Stoddard a holder for value as against 
Wade Stoddard. He had an insurable 
interest in the life of H. S. Stoddard, 
even though the debt which the policy 
was given to secure was barred by the 
statute of limitation.” 











Collusion of Medical 
Examiner Voids Policy 








To hold that a medical examiner, who 
conspires with an applicant for insur- 
ance, to conceal information as to the 
applicant’s physical condition, is the 
agent of the insurer, would open wide 
the door for the most monstrous frauds 
and swindles upon insurance companies. 
This statement was made by the Mis- 
sissippi supreme court in reversing 
judgment for the beneficiary in Pre- 
ferred Life vs. Thompson. 

The assured was Dr. Thompson. At 
the time of application, he was suffering 
from chronic dilation of the heart due 
to valvular obstruction. He was well 
aware of this fact and knew that he 
was likely to die at any time. In the 
medical examiner’s report it was stated 
that there was no evidence of any dis- 
ease of the heart. The medical examiner 
admitted that he knew that the answers 
filled in by him were untrue. 








Moratorium Issue Litigated 


N. Y. Court Finds Laws Suspending 
Payment of Surrender Values Didn’t 
Change Contractual Obligations 








An interesting case, involving the 
question of whether the legislation in 
support of the New York department’s 
moratorium ruling last year had the 
legal effect of terminating or changing 
the contractual obligations of the parties 
to the insurance contract, was recently 
decided, favorably to the insurer, by the 
New York appellate division, first de- 
partment, in Bibbo, as admnrx., vs. 
Penn Mutual. 

Alfred A. Bibbo held a $3,000 policy. 
Prior to the moratorium, a cash loan of 
$102.36 had been made on the policy, 
leaving the net cash surrender value at 
$78.66. On March 17, 1933, the assured 
delivered to the Penn Mutual a letter 
requesting the cash surrender value. On 
March 29, the assured delivered to the 
Penn Mutual the policy. On April 11 
the assured died and on the same day 
the Penn Mutual mailed to its agent in 
New York, for delivery to assured, its 
check, payable to the order of the 4as- 
sured, in the sum of $78.66. 


Would Not Be Accepted 


Shortly after the assured’s death, the 
Penn Mutual was advised that the sur- 
render value would not be accepted. 
The beneficiary bases her claim to re- 
cover the full amount of the policy upon 
legislation enacted by the New York 
legislature in 1933, being chapter 40 of 
the laws of that year. Those were the 
moratorium laws. The beneficiary as- 
serts that those laws prevented the com- 
pany from paying to the assured the 
cash surrender value and the acceptance 
of the cash surrender value by the as- 
sured. 

The appellate division held that chap- 
ter 40 and the rules and regulations of 
Superintendent Van Schaick did not de- 
stroy the contract between the parties. 
At most, such regulation merely sus- 
pended the time of payment of the cash 
surrender value under the terms of the 
policy, which the assured had agreed to 
accept. The purpose of the act and the 
regulations was merely to suspend pay- 
ment during the continuance of the 
emergency. The legislation was clearly 
to protect insurance companies from ex- 
cessive and immediate demands on their 
resources. The rules were relaxed in 
cases of extreme need. That, at the 
time the assured requested the cash sur- 
render value he was in extreme need, 
clearly appears, the court said. 
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Life Insurance Improves With Age 


policy to full maturity. Without time, compound interest can't operate; that's why 


Tee is the indispensable ingredient required to bring the cash and paid-up values of a 
you should never be persuaded to change your old policy for a new one. 


If your old policy has a loan against it, your best plan is to repay the loan, because in 
doing so you are buying OLD insurance, and you can't buy new insurance of the same kind 
at the same price. 


No artful application of actuarial alchemy can inject into a new policy the same 
value which time and compound interest have added to an old policy. It takes time and 
compound interest to make money multiply and for this purpose there is no synthetic sub- 
stitute for time. 


YOU DON'T PAY THE FULL PREMIUMS ON YOUR LIFE INSURANCE. COMPOUND INTEREST HELPS PAY THEM. 


For example: The annual deposit at age 30 on a $10,000, Thirty- 
Year Endowment is $255.90. 


The same policy without interest earnings would cost $388.00 a 
year. Compound interest makes a saving in the premium of $132.00 
a@ year. 


WITHOUT COMPOUND INTEREST THE COST OF LIFE INSURANCE WOULD BE PROHIBITIVE. 
The longer you have a policy the more of its cost compound interest pays. 


Preserve the value which time has added to your old 
insurance. You can’t replace it at the same price. 


The Western and Southern Life Insurance Co. 
CINCINNATI 


CHARLES F. WILLIAMS, President 


A Human Institution Serving Human Needs 






























